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BROKERS T0 ASK 


AID OF GOV. GLYNN’ 


Want to Continue Placing Insurance of 
Men Who Borrow Money 
on Property. 


LOSE RISKS THROUGH LOANS. 


Superintendent Emmet Says He Has no 
Power to Compel Choice of 
Broker. 


Dennis F. Driscoll, an insurance 
broker of No. 7 Pine street, is head 
of the movement of brokers to appeal 
to Governor Glynn for legislation which 
will stop certain life insurance com- 
panies and savings banks in making 
loans compelling owners of property to 
place fire instirance through favored 
brokers instead of through the property 
owners’ brokers. 

Mr. Driscoll said that he was unable 
to get any satisfaction from the Insur- 
ance Department, which claimed not to 
have power in the matter. He said that 
the brokers were going to see that such 
power is given to the Department. 
Among the brokers who he says, are 
with him in the fight against the favor- 
ed brokers of large loaners of money 
On real estate are Samuels, Cornwall & 
Stevens, Amerman & Paterson, Blake 
& Rice, Brokerage Co. of America, E. 
H. Betts & Co., E. Colletti & Co., Jos. 
P,. Day, Osgood Pell & Co., Charles L. 
Fosdick, Wey & Herrick, Payne & Rum- 
sey, Wm. Stake & Co., Abm. S. See & 
Depew, W. M. Kimball & Co. J M. 
Riehle & Co., E. M. Van Buren and 
Joseph Barondess. 

Hundreds of Risks Transferred. 

Mr. Driscoll said that hundreds of 
policies have been lost to the regular 
brokers of the assured after the assured 
borrowed money from certain life in- 
surance companies or banks. He says 
that the practice is in danger of be- 
coming a monopoly, and he believes it 
is in restraint of trade. He says the 
“favored brokers” do not protect the as- 
sured as did the old broker. “We con- 
tend,” he declared, “that these big in- 
stitutions have no more right to force 
a favored broker on the mortgagor than 
they have to force him to employ a fav- 
ored carpenter, plumber or painter for 
the upkeep of a building on which they 
make a loar.” 


| 
| 


| 





About a year ago Mr. Driscoll called | 


a meeting of brokers on this subject. 


More than two hundred attended. An | 
appeal for relief was made to Commis-| 


sioner Emmet. 


He finally held a hear- | 


ing at which the brokers were repre-| 
sented by Frank B. Hall, of Frank B.)| 


Hall & Co.; F. J. Waters, of P. C. Ralli 
& Co., and himself. 
Attitude of State Department. 


After the hearing Commissioner Em- 
met wrote to Mr. Driscoll: “No power 
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Question of Appointing Factory Em- 
ployes—Stand Taken by Big New 
York Companies. 


| 
The question of the employment of 
| part-time agents, which has 


always 
been the subject of considerable differ- 
ence of has 
been put up to the companies by In- 
Mer- 


opinion in the business, 


surance Commissioner Robert J. 


| statement of their practice in the ap- 
agents. The point that 
Commissioner Merrill and on 
which he seems prepared to rule, is as 
to the writing 
| business a person must perform to be 
| entitled to a license as a part-time 
| agent. 
| In a letter to all life insurance com- 
panies licensed in New Hampshire, 
| Commissioner Merrill indicates that he 


|} pointment of 
raises 


degree of service in 


will refuse to license persons as agents 
who perform no other function than to 
introduce prospects to general agents. 
He puts the direct question to the 
companies as to their idea of the pro- 
priety of officer or em- 
ploye of a factory or similar plant to 
work among other employes of the con- 
cern The reason for Commissioner 
Merrill’s interest in the question of 
part time agents is the enactment dur- 
ing the last session of the New Hamp- 
shire legislature of an agent’s license 

w giving the insurance commissioner 


iscretionary 


licensing an 


issuing l- 


powers in 





cense 


What Commissioner Merrill Asks. 


letter to the comy 


Commissioner 


In his 
Irance 
* 76 of the | 
the licensing 
lissioner of insurance agents 
isfied that the appli 
| table person and intends 
to hold himself out in good faith as an 
|}insurance agent The re lity 
rests largely upon me to minister 
| this law so that the best results may 
| be obtained, and my duty in this re- 
erd has been the subject of much 
and reflection. 

“An attempt will be made by the ad- 
ministration of this act to limit the rep- 
resentation of insurance companies to 
renuine insi agents whose inter- 

| «st in insurance as an essential factor 

in their business will necessitate such a 
service as will entitle them 
|to compensation. In applying this 

principle to the licensing of life insur- 

ance agents, it becomes necessary to 
| consider the situation of the part-time 
| agent. It is true in New Hampshire 
| that many so-called agents perform no 
| function as such, other than to intro- 
|} duce prospects to general agents, who 
| do most of the work of placing the 


sponsib 


nsideration 


legree of 
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policy and closing the case, for which 
the so-called agent receives the same 
compensation that he would receive if 
he placed the policy by his sole en- 
deavors. It seems to me that such a 
method of business does not fit in well 
with the theory that insurance agents 


should be paid for service and not 
otherwise, but it is contended that 
business can be written in no other 


practicable manne? in a State like New 
Hampshire. 

*“T should be glad to receive the 
view of your Company relative to this 
matter, and in particular your idea as 
to the propriety of licensing (a) an of- 
ficer, (b) an employe, of a factory or 
similar institution to work mainly 
among the workmen connected with 
such a plant.” 

Mutual Life’s Position. 

Vice-President George T. Dexter, of 
the Mutual Life, who is also agency 
superintendent, in explaining the Com- 
pany’s position on the questions raised 
by Commissioner Merrill, said: 


“The objections commonly urged 
against the employment of part time 
men in soliciting life insurance are 


largely sentimental and will not bear 
critical analysis. 

“It is desirable that the life insurance 
solicitor should devote his entire time 
to the work; grant it. To succeed in 
life insurance soliciting, natural adap- 
tation to the business, training, and ex- 
perience are necessary. Whether the 
prospective agent possesses the first of 
these qualities in sufficient degree to 
insure success can not be determined 
in advance. A very brief experience 
may in some cases prove a sufficient 
test; more often it is only after a course 
of efficient training, actual practice in 
the field, and long experience that the 
successful solicitor finds himself. 

“It is well known that a majority of 
those who enter the lists as soliciting 
agents fall by the wayside, or, persist- 
ing for a time, ultimately take their 
places in the great army of failures. In 
view of this fact it is crue] and it is 
wrong to persuads a man to abandon 
outright a calling at which he is making 
a living, or a salaried position in which 
he is giving satisfaction, in the hope 
of bettering his condition by taking up 
an untried and extremely difficult voca- 
tion. Some of those who take this 
perilous step succeed; the majority fail, 
and presently find themselves ‘down 
and out,’ their living gone, their busi- 
ness er professional careers wrecked— 
temporarily, at least. Practical experi- 
ence has proved that the humane way, 
the only way, is to advise the prospec- 
tive agent first to test his adaptation 
to the business by soliciting during his 
leisure hours, or during such time as 
he can appropriate without detriment to 
his regular business. Whatever his 
calling may be, he may find time and 
opportunity every day, or at frequent 
intervals to apply the test of practical 
experience to his contemplated venture 
before staking all upon a doubtful ex- 
periment. 

“Every company can cite many con- 
spicuous examples of successful solici- 


tors secured in this way; and every in- 
surance official and agent has seen 
numbers of disappointed and discour- 


aged men, who had made the mistake 
of ‘quitting a certainty for an uncer- 
tainty.’ 

“Many of the Mutual Life’s best pro- 
ducers wisely began their insurance 
careers by devoting only a part of their 
time to the business, until they had 
proved their adaptation to the work. 
Many first class producers have come 
to us, who were previously engaged 
chiefly in other lines of insurance work, 
but who gave some attention to life in- 
surance, some of them having hesitated 
long before wholly abandoning an estab- 
lished and successful business. Num- 
bers who still hesitate to make the ap- 
parent sacrifice, continue to send in 
many applications yearly and we get no 
better business. Many of these will 


sooner or later give us their whole time. 
(Continued on page 9.) 


SEBS PROGRESS IN DECISION | 


BUT IT’S ECONOMICALLY UNSOUND 





President Darwin P. Kingsley of New 
York Life Discusses Deer Lodge 
County Case. 





President Darwin P. Kingsley, of the 
New York Life, in discussing the de- 
cision of the. United States Supreme 
Court in the case against Deer Lodge 
County involving the question whether 
life insurance business is interstate 
commerce, took an optimistic view of 
the result, pointing out that it makes | 
progress in the right direction. He | 
said that it was an achievement to have | 
the case argued before the Supreme 
Court and he took much comfort out 
of the fact that the decision was | 
reached by a divided court. Justices | 
Hughes and Van Devanter dissented. | 

“The dissent of Mr. Justice Hughes 
and of Mr. Justice Van Devanter,” said 
President Kingsley, “is not only a sig- 
nificant fact, but one that brings great 
comfort to the supporters of Federal 
supervision. Few people will question 
their competency to pass on the issue | 
presented, and probably no one will 
question the peculiar competency of Mr. 
Justice Hughes. 

“It should be remembered that it 
took some courage even to raise the 
question in the light of earlier dect- 
sions of the court. 
echievement to have two distinguished 
members of the court apparently agree 
to the doctrine that insurance, as now 
conducted, is commerce. 

“I offer, therefore, no disrespect to 
the court when I say that the majority 
opinion is economically unsound. At 


the same time, there is an element of | 
wonder in the admiration I feel for the | 


courage of the dissenting judges. The 
doctrine that insurance is not com- 
merce was supposed to be established 
:Imost beyond the possibility of dis- 
cussion. A great system, in which 
lace and power have intrenched them- 
selves, has been established in the 
States as a result of the declaration 
that insurance is not commerce. 

There are forty-eight State insurance 
departments, with all the political ma- 
chinery that naturally goes with such 
crganizations. In addition, the States 
collect something like $18,000,000 a year 
in revenue from the insurance compan- 
ies for the mere privilege of doing 
business It costs about $1,000,000 to 
pay the expenses of the departments, 
so that insurance contributes between 
$16,000,000 and $17,000,000 a year to the 
running expenses of the various States. 
A reversal of the existing doctrine would, 
of course, have been followed by the 
assertion that Federal Government is 
again invading the rights of the States. 
Such a decision would have reduced the 
field of operation of the various State 
insurance departments to the supervi- 
sion of home companies and nothing 
more. 

“A Federal license under such a de- 
cision would have carried a company 
into every State and possession of the 
United States, including Texas from 
which most responsible life insurance 
companies have withdrawn, and if any 
local tax was thereafter levied it would 
have been only because Congress per- 
mitted it. That such a decision would 
have been revolutionary does not de- 
tract at all from the fact that it would 
have been right. It is a good time to 
recall what Abraham Lincoln said 
about the Dred Scott decision: ‘It is 
not resistance, it is not factious, it is 
not even disrespectful to treat it (the 
court) as not having yet quite estab- 
lished a settled doctrine for the coun- 
try.’ 

“Those who believe that interstate 
insurance is commerce will inevitably 
take a similar position toward this last 
utterance of the Supreme Court. The 
doctrine laid down in Paul vs. Virginia 
in 1869 was economically wrong. That 


It was a distinct | 
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GROSS ASSETS (paid-for basis) 
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Good Territory and Remunerative Contracts for Men Who Can 
‘Do Things’’ 


Address CHARLES F. COFFIN, Vice President 
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CLERGYMAN JOINS AGENCY. 





A. F. Smith of Jackson, To 
Handle Alabama Territory for 


Phoenix Mutual Life. 


Rev. 


Rev. A. F. Smith, pastor of the First 
Methodist Episcopal Church at Jack- 
son, has resigned his charge to become 
a partner in the agency of the Phoenix 
Mutual Life under Manager George C. 
Swearingen. Northern Alabama has 
recently been added to Manager Swear- 
ingen’s territory and Mr. Smith will 
take charge of this field. Organization 
work will begin at once. 





Forbes Lindsay’s Book Available. 





Since the Pacific Mutual Life brought 
out the little hand-book on “Efficiency” 
by Forbes Lindsay, assistant manager 
of the Los Angeles agency of the com- 
pany, many inquiries have been re- 
ceived concerning the book, which is 
a condensation of agency talks given 
by Mr. Lindsay. 

Secretary C. I. D. Moore, in a letter 
of explanation to The Eastern Under- 
writer says: 

“We have received quite a number of 
inquiries as to the price of this booklet 
and some orders for several copies of 
the same. The purpose of this letter 
is to say that the book is not published 
for sale, but a limited number of copies 
were gotten out and circulated among 
our own field force and a few sent to 


error has now been reaffirmed, but for 
the first time the reaffirmation comes 
from a divided court. Distinct progress 
has been made. The issue will be 
raised again and again. Sooner or 
later, the principle for which we con- 
tend will be established because it is 
right. Not even the Supreme Court 
can settle a question in this country 
until they settle it right.” 


other parties like yourselves who 
might be interested therein. We have 
some copies on hand and would be 


glad to give them out gratis, so long 
as they last, to general agents who may 
wish to receive them.” " 





Will Investigate Rebating. 

The Insurance Department of North 
Carolina has started an investigation 
of a number of alleged cases of re- 
bating, and it is understood that a 
State wide inquiry into the matter will 
be made. It is claimed that non-resi-— 
dent general agents have been allow- 
ing rebates in the form of gratuities 
to the agents. 





Goes With Standard Life. 





Horace H. Bell, who for many years 
was connected with the Columbian Na- 
tional Life, as field superintendent, 
with headquarters in Chicago, has re- 
cently been appointed supervisor of 
the Standard Life, with headquarters 
in Pittsburgh. 





Colonel Alexander C. Hawes, for 
more than forty years Pacific Coast 
manager of the New York Life, died in 
Honolulu. Colonel Hawes was about 
eighty years of age. 





NEW JERSEY APPOINTMENTS. 


Aetna Life; Thomas E. Bantle, Bor- 
dentown; James L. Courtney; Michael 
Fesko, Trenton; William W. Heming, 
way, Belvidere; Alva C. James, Bur- 
lington; Anthony Tremitere, Trenton; 
Robert H. Wortendyke, Ridgewood. 
Massachusetts Mutual; Albert C. Os- 
mond, Jersey City. North American 
Life; George W. Parker, Jr., Boonton. 
Philadelphia Life; W. F. Cooper, Mt. 
Arlington. Phoenix Mutual; Dwight 
W. Salter, Princeton. 
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PRUDENTIAL FIBLD CHANGRS 


FOEHL GOES TO PHILADELPHIA. 








Succeeds C. B. Knight in Eastern 
Pennsylvania—F. T. Pierson in 
Charge at Pittsburgh. 





The vacancy as manager of the Or- 
dinary Agency of The Prudential at 
Philadelphia, covering Eastern Penn- 
sylvania, following the resignation of 
Charles B. Knight who becomes man- 
ager at New York for the Union Central 
Life, has been filled by the appointment 
of Charles A. Foehl, who has been 
manager of the Ordinary Department 
in Western Pennsylvania with head- 
quarters at Pittsburgh. 


Mr. Foehl’s appointment at Philadel- 
phia is a distinct advancement and 
gives him a very important territory. 
Mr. Foehl became The Prudential man- 
ager at Pittsburgh in 1908, succeeding 
Mr. Knight who was manager there at 
that time. 

Frank T. Pierson, for the past ten 
years local cashier at the Pittsburgh 
office, will be advanced to succeed Mr. 
Foehl as manager. Mr. Pierson is thor- 
oughly familiar with the field and his 
long and faithful service with The Pru- 
dential has earned his promotion to 
this important post. Previous to be- 
coming cashier at Pittsburgh, Mr. Pier- 
son was manager for The Prudential at 
Scranton and he is a trained field man. 





GET POLICIES FOR CHRISTMAS. 





Employes of Robert Gair Co. Given 
Equitable Contracts—Other Em- 
ployes Remembered. 





Large employers of labor are making 
a practice of presenting their employes 
with life insurance policies as a 
Christmas gift. 

The Robert Gair Co. of Brooklyn 
presented a Christmas gift to its em- 
ployes of $1,250,000 in group life insur- 
ance. Each employe has been insured 
for one year’s salary with the Bquit- 
able Life. The announcement was 
made on the fiftieth anniversary of the 
founding of the business by Robert 
Gair, its president. 

The Equitable Life waived medical 


examinations and accepted the em- 
ployes on the full group plan, each 
employe being given an _ individual 


certificate covering one year’s salary 
so long as he remains with firm. In 
making this announcement the Robert 
Gair Company issued this statement 
to its employes: 

“In commemoration of its fiftieth an- 
niversary the Company desires by 
come further act to express its good- 
will and has decided that it would be 
a fitting remembrance to aid in safe- 


guarding the families of its employes 
against financial need should their 
support be taken from them. Each 
employe is, therefore, presented with 
a life insurance policy, which, by its 
liberal terms, provides for a full year’s 
salary to his or her beneficiary so long 
as the individual insured remains in 
the service of the Company. It affords 
us pleasure to make this gift of insur- 
ance to all our employes without ro- 
gard of rank or position, and we trust 
that the pleasant unison existing will 
strengthen and keep pace with our gen- 
eral progress.” 


Insurance Given to 200. 

More than 200 employes of the New 
York and Queens Electric Light and 
Power Company in. Queens received 
life insurance policies from the Com- 
pany equal to one year’s salary. This 
plan was inaugurated last year by C. 
G. M. Thomas, president of the Com- 
pany, and in the last year the families 
of three of the employes who died re- 
ceived the monthly salary which would 
have been paid the employe had he 
lived the year out. The plan proved 
so successful that President Thomas 
decided to continue it, and a blanket 
insurance policy was taken out on all 
the employes of the Company for the 
ensuing year. 





ABANDONS RATE INCREASES. 





Modern Woodmen Gives Up Attempt to 
Enforce New Schedule Because 
of Opposition. 





The executive council of the Modern 
Woodmen of America gave out an an- 
nouncement at Rock Island, Ill, that 
the council, through its administrative 
officers, had abandoned its fight for in- 
creased insurance rates, and that the 
question would not be proposed at the 
national head camp meeting to be held 
in June at Toledo, O., unless it orig- 
inated from the membership 

This apparently ends a bitter fight 
that has been waged within the society 
since increased rates were ordered at 
the meeting of the head camp in Chi- 
cago two years ago. Several months 
ago the society was enjoined by the 
courts from enforcing the new rates 
and it has since been operating under 
the old plan. 





Columbus Securities Case. 
Henry J. West, receiver for the 
Columbus Securities Co. secured an 
order from the United States District 
Court of New Jersey which was served 
on the creditors of the Company, to 
show cause on filing of the receivers’ 
report. Receiver West asks for pay- 
ment out of the assets in the hands of 
the trustee in bankruptcy, of his com- 
pensation as receiver, amounting to 
$3,000, counsel fees to Bleakly & 
Stockwell of $3,000 and miscellaneous 
disbursement of $400. 





LIFE MEN HOLD GOOD MEETING 


LUNCHEON AT WHITEHALL CLUB. 








Dudley Field Malone Speaks—E. A. 
Woods to Attend January Gathering 
—To Lunch at Press Club. 





There was a large attendance at the 
December meeting and luncheon of the 
Life Underwriters Association of New 
York at the Whitehall Club, 17 Battery 
Place, on Tuesday. President Edward 
W. Allen presided and the Association 
had as guest of honor, Dudley Field 
Malone, Collector of the Port of New 
York, who gave an interesting talk on 
his experiences as a public official and 
the modern demands for efficiency in 
public service. 


President Allen said in introdycing 
Mr. Malone that it was appropriate to 
have him as their guest as he was in- 
terested in the same uplift movement 
in public service that the life insur- 
ance men were striving for in their pro- 
fession. Collector Malone received 
an enthusiastic welcome from the 
diners and seemed to enjoy the lunch- 
eon hour. He came in company with 
Charles Jerome Edwards. 

W. F. Atkinson, secretary of the 
Association told of the work of a 
special committee of which he is chair- 
man in following up alleged cases of 
rebating and said it would not be very 
long before the Association would have 
something very definite to report in 
regard to the prosecution of these 
cases. He urged all members of the 
Association to report immediately to 
him any suspected instances of viola- 
tion of the law. 

T. R. Fell who originated the idea of 
the Daily Luncheon Club, told of its 
growth since the first meeting in Octo- 
ber and of the benefits that had been 
derived. He explained that the object 
was to have a definite place where 
agents could come without previous 
appointment and be sure to find other 
agents during the luncheon hour. Mr. 
Fell announced that the Daily Lunch- 
eon Club had adjourned until Monday 
Januarv 5, when it would meet at the 
Press Club where bright and pleasant 
avarters had been arranged for in 
which to hold future meetings. He 
svegested about 1 o’clock as the Best 
time to take luncheon. “Don't Be 
Found Lunching Alone,” is the Club’s 
motto, he said. 

President Allen announced that the 
January meeting of the Association 
would be held on the twenty-seventh 
and that the subject for the meeting 
would be “Taxation.” Edward A. Woods 
of Pittsburgh has promised to be pres- 
ent and will speak on this subject. 

At the close of the meeting on Tues- 
day, the members expressed them- 
selves as being greatly pleased with 
the luncheon, the service, the speaking 
and the all around good time. There 
were fifty-four members and guests 





present. 
about twenty-five copies of the report 
of the proceedings of the annual con- 
vention at Atlantic City, and al. of 
these were subscribed for by those 
present. 





COMPLETE PLANS FOR TEXTBOOK. 





Executive Council of National Associa- 
tion Engages Dr. Heubner of Penn- 
sylvania as Editor. 





The Executive Council of the Na- 
tional Association of Life Underwriters 
has engaged as editor of the life in- 
surance text book, which the Associa- 
tion will bring out in connection with 
its educational campaign, Dr. S. Hueb- 
ner, professor of life insurance of the 
Wharton School of Finance and Com- 
merce of the University of Pennsyl- 
vania. D. Appleton & Co., of New 
York will publish the textbook. It ig 
stated that very satisfactory arrange- 
ments have been made with both Dr. 
Huebner and D. Appleton & Co. 

The arrangement places entire finan- 
cial responsibility for the publication of 
the book on the Appleton Co. The 
volume will approximate 200,000 words, 
or about 550 pages, and will be pre- 
pared in the same form as Dr. Hueb- 
ner’s recent book on Property Insur- 
ance. In order to have the book off the 
press by the latter part of September, 
1914, Dr. Huebner will spend the entire 
summer of 1914 on the work. This will 
be in addition to correspondence and 
preliminary work which will be neces- 
sary this winter. 


GETTING ASSOCIATE MEMBERS. 


Several Life Underwriters Associations 
Report Activity Under New Rules 
for Membership. 





Very satisfactory reports are being 
received from a number of local life 
underwriter’ associations as to the 
new plan of the National Association 
of Life Underwriters concerning the 
admission of associate members on the 
payment of annual dues of one dollar. 
Excellent progress in bringing associ- 
ate members in has been made by the 
Syracuse Association, and Rochester 
and Cincinnati have also added con- 
siderably to their membership. The 
Pacific Coast associations are taking 
a special interest in membership in- 
creases and good reports are coming 
in from that section. 


The Prudential Girl of 1914. 








The Prudential Girl of 1914 has had 
her “coming out” and those who have 
had an opportunity of viewing her, de- 
clare that she is more beautiful than 
any that have preceded her. She is a 
brunette, young and innocent and ex- 
ceedingly appealing. As a canvassing 
help the new calendar girl should be 
a big success for she suggests the 
need of protection. 





STRENGTH OF i 
GIBRALTAR *;| \'4 








The Prudential 


is a Company of great financial strength, 
prestige and popularity. Earnest, able 
men succeed in The Prudential. 

Write us about an agency to-day. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 
Home Office, NEWARK, N. J. 


Incorporated as a Stock Company by the State of New Jersey 


FORREST F. DRYDEN, President 
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FRATERNAL FUNDS DIVERTED 


PLIGHT OF ORDER OF FORESTERS. 








Society Withdrew From States When 
Examination was Started—Severe 
Criticism by Commissioners. 

The Independent Order of Foresters 
is in a serious plight according to the 
report of the insurance commissionern 
of three States, who have completed a 
thorough examination of the society’s 
affairs. This report shows that nearly 
$300,000 of the organization’s assets 
have been diverted from the benefit 
fund to the expense or general fund. 
There is considerable significance in 
the fact that during the progress of 
this examination, the fraternal notified 
each of the three States conducting the 
examination, Illinois, Nebraska and 
Wisconsin, that it would withdraw from 
that State and surrender its license to 
do business there. In a summary of 
the facts brought out in the examina- 
tion and hearings conducted, the com 
missioners say: 

Diversion of Benefit Funds. 

“The report shows that the sum of 
$296,387.75 has been diverted from the 
benefit fund to the expense or general 
fund. This diversion occurred prior 
to the incumbency of the present chief 
executive, and, while there has been 
an attempted repayment from money 
belonging to the benefit funds, there 
has been no repayment from the gen- 
eral fund. The reason assigned by the 
Society is, that there has since been 
no money in the expense fund for mak- 
ing such repayment. Attention is also 
directed to the recommendation with 
regard to a repayment of the loan from 
the sick and funeral fund to the gen- 
eral fund and to the Orphans’ Home. 


Union Trust Company Transactions. 

“The Society does not dispute the 
fact that the contracts with the Union 
Trust Company have been unfortunate. 
These contracts involve two separate 
propositions. One is the series of 
agreements relating to the investment 
of a proportion of the funds of the So 
ciety by the trust company to pay a 
net return to the Society of 4 per cent. 
The other is the so-called ‘rejected as 
sets’ transaction, resulting from a can- 
cellation of $1,500,000 of the capital 
stock of the Union Trust Company held 
by the Society, for which the Society 
took $1,500,000 of securities which con- 
tinued to be handled by the Union 
Trust Company. These assets were car- 
ried on the Society’s book in a so-callea 
‘rejected assets’ account at a flat $1,- 
500,000, and a list of securities amount- 
ing to that sum was annually made for 
the reports of the insurance depart- 
ments. It was only upon inquiry by 
the examiners and at their instigation 
that a settlement was had with the 
Union Trust Company, by which these 
assets were turned over to the Society 
on December 31st, 1911. 


No Records as to Rejected Assets. 


“The Society has no records whatever 
by which it may be determined how 
these assets were handled, or whether 
correct and proper settlement has 
been made. At the request of the ex- 
aminers, a demand was made by the 
Society upon the Union Trust Com- 
pany for such a statement, which was 
refused, on the ground that the prep- 
eration of such a statement would in- 
volve an undue amount of work, and 
the Society has failed to provide any 
means of verifying the correctness of 
the settlement, in effect, taking the 
position thaf a showing of a profit of 
about $300,000 on the transaction, in 
addition to 5 per cent. annual inter- 
est, should close the matter. 

Special Investnmrent Account. 

“The necessity for an accounting of 
the rejected assets account was further 
emphasized by the examiners, because 
of large advances made by the So 
clety to the Union Trust Company 


during the years 1908, 1909 and 1910, 
and six months of 1911, amounting in 
the aggregate to $3,770,500. The report 
states that this has all the appear- 
ance of what is generally known as 
‘Year End Transactions,’ the sums ad- 
vanced during the year being offset by 
the turning over of securities by the 
Union Trust Company to the For- 
esters, during and at the close of the 
year. On these advances the Foresters 
have received only 4 per cent. interest, 
but on the testimony of the supreme 
chief ranger, the difference between 
the amount earned and the 4 per cent. 
went into the Rejected Assets Account, 
upon which no accounting has been 
made. 

“The chief executive officer states 
that there was a profit of over $300,- 
000 on the handling of these rejected 
assets, but there is no evidence of rec- 
ord with the Society as to what this 
profit actually was, and said officer in- 
sists that his word alone should be 
taken for the correctness of this state 
ment. 


Investments Through Union Trust Co. 


“The rate of interest derived by the 
Society under its contract for the in- 
vestment of a proportion of its assets 
at a rate of 4 per cent. is very disad- 
vantageous to the Society in that its 
earnings on its other invested assets 
show a large excess over 4 per cent. 
The proportion of assets to be so in- 
vested had been repeatedly curtailed by 
the Society, and resulting, in part at 
least, from the suggestions of the ex- 
aminers, active steps were taken by 
the Society toward fully relieving it 
from this contract. There is now be- 
ing invested by the Union Trust Com- 
pany under this contract, over $5,000,- 
000, on which the Society gets a re- 
turn of 4 per cent. while upon the re 
maining $13,000,000 of the Society’s 
invested assets, it receives a net return 
of over 5 per cent. As indicated by 
the correspondence incorporated into 
the report, the examiners, at the re- 


‘quest of the supreme chief ranger of 


the Society, made a computation of a 
basis of settlement of this contract with 
the Union Trust Company, and notices 
for the termination of the contract on 
May ist, 1916, were served by the su- 
preme chief ranger upon the trust com- 
pany. 
Lien for Special Assessment Void. 


“The annexed brief shows that any 
attempt by a Society to reduce the ben- 
efit certificatés to the members by a 
lien for a special assessment and in- 
terest, is void, and that this conclu- 
sion has been reached in all the States 
where the question has been passed 
upon by the highest courts. The So- 
ciety concedes that this would be the 
fact were it located in the United 
States, but makes the claim that be- 
cause it is organized and located in 
Canada, where there is no written con 
stitution regarding the obligations of 
contract, it can, under the sanction of 
an Act of the Dominion Parliament pro- 
cured by it, enforce the provisions of 
euch Act in the United States, regard- 
less of the laws of the various States. 


Disregards Obligations of Contract as 
Construed by Our Courts. 

“It is thus claimed that, notwith- 
standing the Society has come into the 
several States under licenses similar to 
those granted to societies from other 
States of the United States, it can de- 
liberately violate the obligations of its 
contracts, as construed by our courts, 
though such act would be absolutely 
void on the part of a society located 
in such State or in any other State 
of the United States. 


Discrimination Asked for Society. 


“Apart from the _ discrimination 
which is thus asked in favor of this 
Canadian society against all societies 
located within the United States, it 
should be noted that if, in principle, a 
$260 reduction in a death benefit of 

(Continued on page 7.) 





BERKSHIRE | Liberal Contracts to Productive Agents 


LIFE If unattached and interested, kindly give 
INSURANCE us your name, age, address, state experi- 
COMPANY, ence and furnish references, and a proposi- 
Pittsfield, tion for an agency, if in authorized territory, 
ri will be submitted. W.D. WYMAN, President 


W.S. WELD, Superintendent of Agencies 

















PAN-AMERICAN LIFE INSURANCE COMPANY 


NEW ORLEANS, LA. 

C. H. ELLIS, President 
Has just completed a most successful business year. Its first nine months’ work 
shows a phenomenal record achieved in the Insurance World. Send for our Financial 
Statement as of January Ist. The Pan-American Life Insurance Company has a 
few openings for ambitious, energetic, live Life Insurance Men of character and 
ability. For further particulars address: E. G. SIMMONS, Vice-President, 

WHITNEY CENTRAL BUILDING, NEW ORLEANS, LA. 














CALL ON COMPTON 





The Service Route to Success 


By the Compton way, every client 
becomes a champion of your business 


COME IN AND TALK IT OVER—CALL TO-DAY 
WILLIAM N. COMPTON, General Agent 
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E INSURANCE COMPANY 


OF BOSTON MASSACHUSETTS 


220 BROADWAY 
PHONE 6030-6031 CORTLAND 


CALL ON COMPTON 





CALL ON COMPTON 
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Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE Co. 


By the State of Texas, July 2, 1912 


“The affairs of the Company are most ably managed, and 
all its records are in excellent shape. 

“The treatment of policy-holders has been fair and equitable 
and claims have been promptly paid. Evidences are not lacking 
that the Company enjoys the confidence of the insuring public, 
a confidence apparently well deserved.” 











LIFE ACCIDENT HEALTH 
District Agents. Wanted 
“4 Throughout Pennsylvania “yt 


Address 


Philadelphia Life Insurance Co. 


North-east Cor. Broad and Sansom Streets 
Philadelphia, Penna. 




















HALF PREMIUM POLICY, 
with attractive features, not ap- 
pearing in policy contract issued 
by any other Company, is doub- 
ling the earning capacity of the 
Agents of 


The Southern States Life 
eee) §=—=s_ Insurance Company 
WILMER L. MOORE, President ATLANTA, GEORGIA 


The Special Agent’s contract, with liberal first year’s commissions, 
and renewals, offers opportunity to men of character and worth. 
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TEXT OF COMMERCE DECISION 


MAKE PREVIOUS RULINGS APPLY. 








Justice McKenna Discusses Argument 
of New York Life in Deer 
Lodge Case. 





The United States Supreme Court 
again decided that insurance is not 
commerce in New York Life v. Deer 
Lodge County, as announced in The 
Eastern Underwriter last week. The 
fact that Justices Hughes and Van De- 
vanter dissented was encouraging to 
the life insurance companies. The de- 
cision was written by Justice McKenna. 

Previous Decisions Apply. 

Justice McKenna opens with a sum- 
mary of the allegations of the New 
York Life, reviewing the arguments 
presented to show that the business 
as transacted by the company, consti- 
tuted interstate commerce, naming in 
their order the past decisions. Touch- 
ing on the subject, Justice McKenna 
says: 

“The same contention is made here 
as in the State courts, that is, that 
the tax is a burden on interstate com- 
merce, and an elaborate argument is 
presented to distinguish this case 
from those in which this court has de- 
cided that insurance is not commerce. 
These cases are: Paul vs. Virginia, 8 
Wall. 168; Ducat vs. Chicago, 10 Wall. 
410; Liverpool Insurance Company vs. 
Massachusetts, 10 Wall, 566; Phila- 
delphia Fire Association vs. New 
York, 119 _U. S. 110; Hooper vs. Cali- 
fornia, 155 U. S. 648; Noble vs. 
Mitchell, 164 U. S. 367; New York Lifz2 


Insurance Company vs. Cravens, 178 
U. S. 389; and Nutting vs. Massa- 
chusetts, 183 U. S. 553. 

“If we consider these cases num- 


erically, the deliberation of their rea- 
soning, and the time they cover, they 


constitute a formidable body . of 
authority and strongly invoke the 
sanction of the rule stare decisis. 


This we especially emphasize for all 
of the cases concerned, as the case at 
bar does, the validity of State legisla- 
tion, and under varying circumstances 
the same principle was applied in all 
of them. For over forty-five years they 
heve been the legal justification for 
such legislation. To reverse the cases, 
therefore, would require us to promul- 
gate a new rule of censticviioaal in- 
hibition upon the States and whicn 
would compel a change of their policy 
and a readjustment of their laws. 
Such result necessarily urges against 
a change of decision. In deference, 
however, to the earnestness of counsel, 
we will consider more particularly (1) | 
what the cases decide, and (2) whether 


they are wrong in principle.” 
What Cravens Case Showed. 1 


Justice McKenna then reviews the 
points in the previous decisions bearing 
upon the present case. Coming to that 


of New York Life vs. Cravens, the de- 


cision says: 

“This case has special application for 
the plaintiff in error here was the plain- 
tiff in error there and the case con- 
cerned life insurance companies and 
their policies: In that case it was con- 
tended that a policy of mutual life 
insurance was an inter-state contract 
and the parties might choose its ‘ap- 
plicatory law.’ The contention was 


made in many ways and with great 
amplitude of argument and illustration. 
It was urged that on account of the 
mutual character of the company it was 
the administrator of a fund collected 
from its policyholders in different States 
and countries for their benefit.” 
Why it is Not Commerce. 

Justice McKenna after showing that 
the decision in Paul v. Virginia was af- 
firmed in.all of these cases, continues: 

“This detail shows what the cases 
decided. Were they rightly decided? 
The reasoning of the cases anticipate 
and answer the question, and it would 
rack ingenuity to attempt to vary its ex- 
pression or more aptly illustrate it. A 
policy of insurance, the cases declare, 
is a personal contract, a mere indem- 
nity, for a consideration against 
the happening of some _ contingent 
event, which may bring detriment 
to life or property, and its 
character is the same no matter what 
the event insured against, whether fire 
or hurricane, acts of man or acts of 
God, storms on land or storms on sea, 
death or lesser accident. The same 
event may involve both life and prop- 
erty, precipitating the obligation of the 
policies. Nor does the character of the 
contracts change by their numbers or 
the residence of the parties. The latter 
is made much of in this case. It was 
made much of in the Cravens case. The 
effort has been to give a special locality 
to the contracts and determine their 
applicatory law, and, indeed, to a cen- 
tralization of control, to employ local 
agents but to limit their power and 
judgment. To accomplish the purpose 
there is necessarily a great and fre- 
Guent use of the mails, and this is 
elaborately dwelt on by the insurance 
company in its pleading and argument, 
it being contended that this and the 
transmission of premiums and 
emounts of the 
‘current of commerce among the 
States.’ This use of the mails is nec- 
essary, it may be, to the centralizatiou 
of the 
details 
sential 


of the business; it is not es- 
to its chareacter. And we may 
say, in passing, that such effort has led 
to regulating legislation, but that it 
cannot determine its validity, was de- 
cided in the Cravens case. See also 
Equitable Life vs. Clemens, 140 U. s. 
226. 

Concerning Use of Mails. 


the, 
policies constitute 4 | 


control and supervision of the | 


“This legislation is in effect attacked | 


hy the contention of the insurance 
company. We have already pointed 
out that if insurance is commerce and 
hecomes interstute commerce when- 
ever it is between citizens of different 
States, then all control over it is taken 





"MEN WHO CAN 
DO THE WORK 





are offered remunerative posi- 
tions as field representatives in 
desirable territory. Good places 
are always open to the right men 
—thoxe who can produce applica- 
cations and collect premiums. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Frep E. Ricuarps, President 


Address ALBERT E. AWDE, Supt, 
396 Congress Street, Portiand, Maine 





from the States and the legislative ' 
regulations which this court has here- 
tofore sustained must be declared in- | 
valid. 

“The number of transactions do not 
give the business any other character 
than magnitude. If it did, the depart- 
ment store which deals with every ar- 
ticle which covers or adorns the hu- 
man body, or, it may be, nourishes it, 
would have one character while its 
neighbor, humble in the variety and 
extent of its stock, would have an- 
cther. Nor, again, does the use of the 
riails determine anything. Certainly 
not that which takes place before and 
after the transaction between the 
plaintiff and its agents in secret or in 
regulation of their relations. But put 
agents to one side and suppose the in- 
surance company and the applicant ne- 
kotiating or consummating a contract. 
That they may live in different States 
«nd hence use the mails for their com- 
n:unications does not give character to 
what they do; cannot make a person- 
al contract the transportation of com- 
niodities from one State to another, to 
paraphrase Paul vs. Virginia. Such 
might be incidents of a sale of real es- 
tate (certainly nothing can be more 
immobile). Its transfer may be nego- 
tiated through the mails and completed 
by the transmission of the considera- 
tion and the instrument of transfer al- 
so through the mails. 

“It is contended that the policies are 
subject to sale and transfer, may be 
used for collateral security and other 
commercial purposes. This may be, 
byt this use of them is after their cre- 
ation, a use by the insured, not by the 
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ILLINOIS LIFE INSURANCE (0 


GREATEST 
ILLINOIS 


COM PANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 








$388,324.02 
Assets Premium Income 
$57,088.47 $18,704.1 


1910—$4126,085.00 


‘It SAN ANTONIO 
San Antonio Life Insurance Company, *",AX7° 
HENRY A. HODGE, President 
Surplus to Policyholders | Insurance in Force, $4,715,584.00 
2064 policies, with prems., $163,100.92 
GAINS DURING 1912 


Policy Reserves 


Interest Income 
$6,806.67 $64,529.10 


INSURANCE IN FORCE, $631,934.00 
GROWTH IN ASSETS 
1911—$485,915.57 


1912—$543,004.04 








OPEN TERRITORY 








Personal Producers who have also ability to organize 
territory and build a staff of productive agents will find 


abundant opportunity and salable policies with 


Scranton Life Insurance Company 


JAS. S. McANULTY, President 
SCRANTON, PA. 











individuality at its full value. 





Solicitors are like gizzirds, no good without grit. 


mean the realization of all your dreams. 


How many times have you promised yourself to cut loose from your present environ- 
ment «nd connect with some young company where you can find a future worth considering? When you climb to the top of the rut 
you have always traveled in, and look out into the wide world, you lack grit to make the first step, don’t you? Ambition is the main- 
spring of success, but a mainspring has no force unless you wind it up. Grit is the key with which you can do the winding. 
have ambition enough to dasire a better position, and grit enough to go after it, you can_ spend the winter months in a country where 
the sun shines every day; where the roses bloom perpetually ; where frosts are few and a freeze almost unknown. 
good position in a state where only eleven companies wrote as much asa million each last year; where a competitor does not lurk 
behind every bush, and the first wail of a new born infant is not “hard times.” If you have the grit to make a change and a reasonable 
amount of ability you can obtain a connection with the Louisiana State Life Insurance Company, of Shreveport, Louisiana, that will 
That will mean promotion as rapidly as you are entitled to it and the capitalization of your 
The president of this Company is W. T. Crawrorp ; Vice-President and General Manager, L. D. Prewrrr ; 


Superintendent of Agencies, J. F. WELLINGTON, all of Shreveport, La. 


Jf you 


You can secure a 
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NEW YORK LIFE STATISTICS 


DEATH CAUSES AND APPLICATIONS 








Interesting Figures Concerning 694 
Policyholders—Five Million Paid 
During November. 





In November, the New York Life paid 
in death claims, cach values, dividends 
and annuities, $4,688,863.58. To 4,907 
living policyholders, $2,890,442.69 was 
paid. To the beneficiaries of 694 people 
who died $1,798,420.89. The living 
thus received over one million ninety- 
two thousand dollars more than the 
beneficiaries of the dead. 

The deceased’s occupations were: 


Lives. Amount. 
Farmers and their em- 
PED 5250 bs pacers 65 $138,809.33 
Manufacturers and their 
a 2 323,385.33 
Merchants and their 
NTN gece ens ces 884,376.28 
Official and pro- 
fessional men .... 75 198,853.33 
ee ee 15 55,459.05 


All other ocoupations118 197,537.57 


ceseceescoes 694 *$1, 798, 420.89 


*Included in above were 45 women 
insured for $56,341.82. 

Causes of death of the 694 policy- 
holders who died in November, 1913, 


were: 
ee ere ee 80 
NN EE ee ere 70 
Gameses. ame CUMors ..ceccesiesecce 62 
PE EE oikaacacccesctiveesend 58 
PE "6 ceeya6 heeaa ceens “ea aes ee 7 
Ge re Cre en oe 52 
OE sac <c0n ae scinetone renee 43 
Diseases of digestive organs....... 31 
PE fay eee Ap nace dadecdeeees 23 
SE So ckes ca aectntec00s24en adres 18 
Diseases of arteries .............. 15 
Bronchitis, pleurisy, etc............ 12 
SOON. SONOR  o.0 on 00806.06 60:0 n0:0'en 10 
Blood poisoning, anemia, etc....... 9 
De EE cecdenseauscsseveegs 8 
pO ee ee et ery 5 
ere ree ee 5 
DE, olacnccedads ane den cane 3 
TMD cccturcasctuacasesesumeses 1 
Nervous prostration, congestion of 

DO: DOO. 5 c60ss26ecareeeeedemes 
i EO WEE 6c 06sec svswrcuccus 131 

Figures of age at death show: 

Lives. Amount. 

30 years of age and 

PS acrawen qendaes 44 $56,217.89 
Between 30 and 40...129 290,445.31 
Between 40 and 50..199 536,482.05 


Between 50 and 60....177 547,352.93 
Over GO ....ccccccess 145 367,922.71 
Total ...cccsceces 694 *$1,798,420.89 


*Includes 45 women insured for $56,- 
341.82. The New York Life insures 
women on the same terms as men. 

In November, 10,372 applications for 
new insurance were received and over 
106,000 renewal premiums were paid. 


The life of the policies was as 
follows: 
Years in Force. Lives. Amount. 
Died in 1st year of ins. 23 $47,866.42 


115,210.31 
217,917.51 
368,084.78 
807,217.55 
242,124.32 


Died in 2d year of ins. 32 
Died between 3 and 5 73 
Died between 5 and 10 162 
Died between 10 and 20 76 
Died after 20 years.. 76 


694 $1,798,420.89 





TEXT OF COMMERCE DECISION. 





(Continued from page 5.) 
insurer. The quality that is thus 
ascribed to them may be ascribed to 


THE 


any instrument evidencing a valuable | 


right. The argument was anticipated 
in Paul vs. Virginia, citing Nathan vs. 
Louisiana, where, as we have seen, a 
tax on money and exchange brokers 
who dealt in the purchase and sale of 
foreign bills of exchange was sustained 
as not conficting with the constitution- 
al power of Congress to regulate com- 
merce among the States or with for- 
elgn nations. 


“It is owned that Paul vs. Virginia 
and the cases which follow it must be 
limited, as it is contended ‘the facts 
therein did limit them, to intrastate; 
not interstate, contracts,’ and that if 
they be not so limited the Lottery 
case, and International Text Book vs. 
Pigg, cannot stand. 

“The basis of this contention nec- 
essarily is the insistence that the con- 
tracts in Paul vs. Virginia and the 
succeeding cases were intrastate con- 
tracts while the contracts in the case 
at bar are interstate contracts. But 
this is a false characterization of the 
contracts. The decision of the cases 
is that contracts cl insurance are not 
commerce at all, neither State nor in- 
terstate. This is the obstacle to the 
contention of the insurance company. 
The company realizes it to be an ob- 
stacle and has attempted to remove 
it by detailing the manner of conduct- 
ing its business as demonstrating that 
its policies are interstate contracts. 
We have replied to the attempt and 
shown that its manner of business has 
no such effect. It follows necessarily, 
therefore, that neither the Lottery case 
nor the Pigg case impugns the author- 
ity or the application of the cited cases. 
They, the Lottery case and the Pigg 
case were concerned with transactions 
which involved the transportation of 
property and were not mere personal 
contracts. 

“There are cognate cases to the cit- 
ed cases, of contracts incident to com- 
merce but not of themselves commerce, 
In William vs. Fears, 179 U. S. 276, 
there was levied by the State of 
Georgia a tax upon each emigrant agent 
or employe of such agent, doing busi- 
ness in the State. The law imposing 
the tax was attacked as a violation of 
the Commerce Clause of the Constitu- 
tion of the United States. Commerce 
was defined, quoting ‘Mr. Justice Field, 
in Mobile County vs. Kimball, 102 U. 
S. 691, 702, to ‘consist in intercourse 
and traffic, including in these terms 
navigation and the transportation and 
transit of persons and property, as 
well as the purchase, sale and exchange 
of commodities.’ The court considerea 
the definition comprehensive enough 
for the purpose of the case and, at- 
testing its application, said, by Mr. 
Chief Justice Fuller: ‘These agents were 
engaged in hiring laborers in Georgia, 
to be employed beyond the limits of 
the State. Of course, transportation 
must eventually take place as the re- 
sult of such contracts, but it does not 
follow that the emigrant agent was 
engaged in transportation.’ The con- 
clusion was supported by cases, among 
others, Paul vs. Virginia and Hooper 
vs. California. On the authority of 
the same cases and Life Insurance 
Company vs Cravens, in Ware & Le- 
land vs. Mobile County, 209 U. S. 405, 
it was held that contracts by brokers 
for the sale of cotton for future de- 
livery, where the transactions were 
closed by contracts completed and ex- 
ecuted in one State although the orders 


were received from another State. 
were legally subject to a tax. Such 
ccntracts, it was said, were not ‘the 


subjects of interstate commerce, any 
more than in the insurance cases. 
where the policies are ordered and de- 





UNEXCELLED IN 
Favorable Mortality 


Economy of Management 





Provident Life 


AND Trust Company 
OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends. 

















HE time when a life insur- 
J ance policy takes on its 
most beautiful form is 
when it flowers into a_ paid 
claim. Then, and not until then, 
does .it reveal itself in all its 
fulness, all its power, all its 
value, all its warth, all its sig- 
nificance and all its plain and 
simple beauty. Now, this con- 
tract, which, for, lo, these many 
years, has lain silently by in 
safe or desk, and which has 
been a regular source of steady 
outlay—sometimes, perchance, 
provokingly inopportune—now it 
breaks the silence of the years 
and speaks with an eloquence 
surpassing that of the most sil- 
very-tongued orator, every note 
being literally as well as meta- 
| phorically a golden note. 


Now, as if touched by the 
wand of an enchanter, does this 
simple document emerge from 
silent obscurity and become a 
white-winged messenger bearing 
rich, welcome and timely gifts 
from the dead to the living. In 
the twinkling of an eye, as ’t 
were, this dumb, inanimate 
sheet of paper takes on a real, 
substantial, living form and, a | 
very ministering angel of lov- | 
ing-kindness and good-will, en- | 
ters the house of sorrow un- 
| speakable, of mourning inde- 
| scribable, and spreads comfort 








and consolation where erst, 
mayhap, were misery, depres- 
sion and despair. 


_ _. Joseph Atkinson 
in The Prudential Record. 








HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 


—The Fifty-third Annual Statement 
of the Home Life Insurance Company, 
of which Geo. E, Ide is President, shows 
that most satisfactory progress has 
been made during the past year; that 
the gain in insurance in force is over 
five and one-half millions, the amount 
in force being now nearly $111,000 000. 
After providing for the various funds 
for the protection of the policy obliga- 
tions, there remains upon a most con- 
servative basis of valuation a surplus 
of nearly two millions, over and above 
the fund of two and one-half millions 
which is set apart for deferred divi- 
dends, an item ordinarily included in 
the surplus account. The payments to 
policyholders during the year amounted 
to nearly three millions, including over 
half a million dollars in dividends to 
policyholders. 

“The Com’cl & Fin’cl Chron.” 1-25-13, 
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GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 























livered in anether State than that of 
the residence and office of the com- 
pany.’ 

“In Engel vs. O’Malley, 219 U. S. 
128, a law of New York forbade indi- 
viduals or partnerships to engage in 
the business of receiving deposit of 
money for safe keeping or for the pur- 
pose of transmission to another, cr for 
any other purpose, without a license 
from the comptroller. It was attacked 
as a violation of the Commerce Clause 
of the Constitution. The case was de- 


cided to be similar in principle to Ware 
& Leland vs. 
Williams vs. 
sustained. 


and 
was 


Mobile County 
Fears, and the law 
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Low Rate of Mortality 


BANKERS LIFE COMPANY | 


DES MOINES, 


Exceptional record during thirty-three years for 


Economy of Management 
Admitted Assets Over - 


IOWA 
ORGANIZED 1879 


Prompt Payment of Claims 
$19,500,000.00 




















Insurance 
Assets over One Million. 


(average Ore Million a month), 
We want a capable 
important open territory. 








The Guarantee Life Insurance Co. 
HOUSTON, TEXAS 


in force over Twenty Millions of dollars. 


Business received first eight months, 1612, 


general agent for vacant office. 


ever Eight Million 














Uf interested, take 
the matter up with 





STATE MUTUAL ure 


JOHN W. MADDOX, President 
Rome, Georgia 
Offers to good producers some excellent territory in Georgia, Alabama, 


Arkansas and Florida, where the Company is well and favorably known 
and where your success will be measured by your work. 


A. B. UTTER, Agency Manager, ».a°2* Of 54 
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PROPOSED ACTION HARMFUL 


POLICY LOAN ACT WOULD HAMPER 








Commissioners Course Analyzed by 
Darwin P. Kingsley—Would 
Affect Business. 





That the determination of the insur- 
ance commissioners to put drastic re- 
strictions on the granting of policy 
loans and cash surrender values may 
have serious consequences for the 
companies is pointed out by Darwin P. 
Kingsley, president of the New York 
Life. In a statement President Kings- 
ley says: 

“The resolution presented to the Na- 
ticnal Convention of Insurance Com- 
missioners on Dec. 16, and adopted by 
that body, illustrates most forcibly the 
unhappy position of life insurance in 
this country. 

“By that resolution the commission- 
ers have in effect pledged themselves 
to introduce bills in their several 
legislatures forbidding any life com- 
pany to issue a policy thereafter which 
contemplates the granting of loans or 
the payment of cash surrender values 
in due course of business. The legis- 
lation contemplated will write into the 
contract the right to defer the grant- 
ing of any loan or the payment of any 
cash surrender value for a period of 
not less than sixty days. Moreover, if 
a company writes anywhere in the world 
a policy in which this provision does 
not appear it is not to be licensed, or 
re-licensed, in any State adopting such 
legislation. 

“Of course, while one State may 
make the time sixty days another may 
make it ninety, another may make it 
six months, and another may altogether 
prohibit any such provision. As each 
State assumes at the same time to 
regulate not only the business in that 
State, but the business of the company 
all over the world, it is only necessary 


to state the contemplated practice 
utterly to condemn the _ principle. 
Carried out logically, of course, it 


means the utter destruction of a life 
company’s business beyond the borders 
of the State in which it is domiciled. 

“This was the consideration which 
recently led one of the great life insur- 
ance companies to try out afresh be- 
fore. the Federal Supreme Court the 
question of whether interstate insur- 
ance is commerce. The issue was re- 
cently presented, argued, and has just 
been decided. Many lawyers maintain 
that the brief and argument in the 
case on behalf of the plaintiff in error, 
claiming that insurance is commerce, 
are absolutely unanswerable. A 
majority of the court, however, adhered 
to the precedents established and de- 
clared such business not to be com- 
merce; but, for the first time in the 
history of the discussion, the economic 
error involved in Paul vs. Virginia, the 
progenitor case, while reaffirmed, was 
yet re-affirmed by a divided court. One 
of the two dissenting judges was Jus- 
tice Hughes, whose competency to pass 
upon the question is such that it clothes 
his opinion with a dignity and im- 
portance which do not usually attach 
to dissents. The majority opinion, 
rendered by Justice McKenna, after 
enumerating leading cases, says: 

“Tf we consider these cases numer- 
ically, the deliberation of their reason- 
ing, and the time they cover, they con- 
stitute a formidable body of authority 
and strongly invoke the action of the 
rule of stare decisis. This we especial- 
ly emphasize, for all of the cases con- 
cerned, as the case at bar does, the 

alidity of State legislation, and under 
varying circumstances the same princi- 
ple was applied in all of them. For 
ver forty-five years they haye been the 
legal justification for such legislation. 
To reverse the cases, therefore, would 
require us to promulgate a new rule of 
constitutional inhibition upon the States 
and which would compel a change of 





their policy and a readjustment of 
their laws.’ 

“That ig a perfectly correct state- 
ment, although it does not touch the 
question at issue, viz.: Is insurance as 
now conducted commerce? 

“The learned Justice then of course 
goes on to argue the principle and to 
show that it is not commerce. A little 
further on the opinion points out the 
practical trouble that the court faced. 
It says: 

“*We have already pointed out that 
if insurance is commerce and becomes 
interstate commerce whenever it is be- 
tween citizens of different States, then 
all control over it is taken from the 
States and the legislative regulations 
which this court has heretofore sus- 
tained must be declared invalid.’ 

“That, again, is a perfectly correct 
statement. But is there any cure for 
the confusion which lies in the present 
theory of supervision by all the States 
except that ‘all control’ over the in- 
terstate transactions of insurance com- 
panies be ‘taken from the States’? 
Can a business obey forty-eight differ- 
ent masters in the same field? Can two 
different bodies occupy the same space 
at the same time? 

“Next to the reaffirmation of the eco- 
nomic error which this opinion em- 
bodies, the greatest cause of regret to 
the insurance world is that Justice 
Hughes and Justice Van Devanter in 
dissenting did not give at length the 
reasons for their dissent.” 





FRATERNAL FUNDS DIVERTED. 





(Continued from page 4.) 

$1,000, or in an old age benefit of 
$700, can be sanctioned as to this so- 
ciety, the same principle would re- 
quire approval of other reductions, 
even to the extent of wiping out the 
entire benefit. 

Question Ultimately for Courts. 

“The question is one which can only 
be decided finally by the courts, but 
is one of vital and immediate import- 
ance to the members, on which they 
are entitled to have all possible in- 
formation in order to protect their in- 
terests, not alone in the courts, but 
by withholding the payment of de- 
niands which, in our opinion, are ab- 
solutely contrary to law. 

Members Should Pay Old Rates. 

“Under the plan of readjustment 
adopted, the members may maintain 
their certificates in force by paying 
the rates in force prior to the at 
tempted readjustment, and need and 
should refuse to recognize the at- 
tempted levy of the lien or to any 
interest charge thereon. In the event | 
of the maturity of a contract, the in- 
sured, or his beneficiaries, may, in our 
opinion, insist upon payment of the} 
full amount without the deduction of) 
lien or interest. If an action or suit 
becomes necessary, the same may be 
brought by service upon the commis- 
sioner of insurance or otker attorney 
for service of process, as provided by 
the laws of the resp2ctive States, and 
the rights of members in this respect 
will not be changed by the fact that 
the Society has withdrawn from the 
State.” 





Berlin Contretemps Over Insurance Act. 





A special despatch to the New York 
Sun from Berlin says that Berlin 
householders dislike of the new law 
for the insurance of domestic servants 
has been brought to a head by events 
in the suburb of Wilmersdorf, where 
eiections for representatives on the 
‘strict insurance board took place 
this week. 

Prof. Leidig, a former Councilor of 
State, who was proposed by the elec- 
toral committtee, was not elected. On 
the other hand, his housemaid was 
elected. This absurd anti-climax has 
been too much for Berlin household- 
ers, who are joining in a housewives’ 
petition to the Reichstag to alter the 
new law before it comes into force on | 
January 1. 


BIG BONUS TO POLICYHOLDERS 





DISTRIBUTION BY METROPOLITAN. 





Company Voluntarily Gives to Indus- 
trial Policyholders More Than 
Six Million Dollars. 





The directors of the Metropolitan 
Life met Tuesday and voted bonuses 
to be given to holders of certain indus- 
trial policies issued prior to January 1, 
1907, amounting to $6,334,000, this 
amount to be distributed in 1914 in ad- 
dition to dividends declared last month | 
which amounted to more than one and 
a half million dollars. As these bonuses 
are over and above the policy contracts 
they come as a substantial Christmas 
gift. The bonuses are of two kinds, 
premium and mortuary bonuses, the 
amount on individual policies depend- 
ing on the time each has been in force. 


The mortuary bonuses are additions 
to policies when they become claims, 
and amount to from 5 per cent. of the 
face value on policies which have been 
in force 5 years, to 30 per cent. where 
death occurs after the policy has been 
in force 30 years. The premium 
bonuses run from premiums from 5 to 
52 weeks. The Company’s estimate is | 
that the following are the amounts of 
distribution for the leading cities of the 
country. New York, $1,000,000; Chi. | 
cago, $210,000; Philadelphia, $42,000; 
St. Louis, $260,000; Boston, $240,000; | 
Baltimore, $240,000; Pittsburgh, $115,- | 
000; Cincinnati, $150,000; Newark, | 
$180,000; Washington, D. C., red 





Jersey City, $150,000. 








THE 
FIRST MUTUAL 


Chartered in America 


NEW ENGLAND 
MUTUAL LIFE 
INSURANCE CO. 


BOSTON, MASS. 


Operates on a full 3 per cent. Reserve 
under Massachusetts Law, and 
offers the very best possible 
security, with a safe, 
equitable contract 





' FINANCIAL STATEMENT 


Assets Jan. 1,10913..... $61,418,397.99 
Liabilities............... 57,329,587.56 
GP vacances sncsdsiees 4,088,810.43 


Alfred D. Foster, President 
D. F. Appel, Vice-President 
J. A. Barbey, Secretary 
Wm. F. Davis, Asst. Secretary 
J. G. Wildman, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 
LATHROP E. BALDWIN, Manager 
141 Broadway, New York 


CHARLES H. STRAUSS, General Agent 
200 Fifth Avenue, New York 








dividend record has good 
sylvania. 


A COOD OPENING 


An old, well established, progressive life insurance « 
opening at PHILADELPHIA, covering Eastern Penn- 
Address, stating qualifications: 


PHILADELPHIA, care of The Eastern Underwriter 


p y, with lled 





105 William St., New York City 








Genuine Opportunities ! 





who are “ delivering producers.” 


an opening. 


During the last twelve months we have made contracts with several general 
agents, in new territory and in old territory. 
had been turned toward this Company, and they were the kind of men this 
Company looks for---vigorous men, enthusiastic men, men of high ideals,--- 
If you are such a man, and need a broader 
field for your abilities, we should be glad to hear from you,---we may have 


JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 
SPRINGFIELD, MASS. 


For a long time their eyes 
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pany in America’ 


Impregnable Strength 





as a representative of the ‘‘ Oldest Life Insurance Com- 
will prove your best introduction 


The Mutual Life Insurance Company 
of New York 


| Incomparable Dividends 
| Maximum Benefits 


For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N. Y. 
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HINTS TO BUSINESS GETTERS 





Ernest W. Spicer, presi- 


A Policy dent of the American 
Makes the Bankers Insurance Co. 
Best Gift of Chicago says that 


there is no gift for the 
holidays like a life insurance policy 
and undoubtedly field men have made 
good use of the season in adding to 
their business. 
° * 


As Vice-President Hoyt 


Keeping said at one of the weekly 
Up To meetings at the home of- 
Date fice, one has to keep 


studying all the time, and 
keep up with the times. And our pro- 
fession pays so much better than any 
other profession, many of which re- 
quire years of study and preparation 
with a rigid examination at the end of 
that time before a man can begin to 
practice. Yet men go out with a rate 
book in their pockets, and actually 
don’t know what is in the rate book— 
don’t know where to find the different 
kinds of rates and values, and all that 
sort of thing. All this just because 
a man can take a rate book and go out 
the first day and go after the business 
—without spending any time learning 
the business thoroughly, educating 
himself in its various branches, and be- 
ing called on to pass an examination 
before he is permitted to tackle the 
proposition. A man can get his educa- 
tion in life insurance business while 
he is out getting the business, and he 
learns it best this way; but that is 
no argument why he should fail to 
learn the business as fast as he can— 
it is no reason why he should not 
study and become thoroughly familiar 
with the policies of his company as 
well as of others, and know every page 
of his rate book so well that he does 
not have to refer to it a great deal. 
In fact, it is every reason why he 
should appreciate the fact that he can 
acquire his working knowledge while 
he is actually working and getting 
good pay for his work; and this should 
spur him on with a desire to master 
the business in its every detail, and 
become as proficient as possible in it.— 
Missouri State Life Bulletin. 

s * a 


“There are two cases 


One Signed which stand out promi- 
and the nently in my mind 
Other Didn’t along the line of field 


work,” said a success- 
ful Phoenix Mutual Life man. “One 
where the application was written and 
the other where it was not. 

“In the first case, I had worked up 
a real estate man to the point of con- 
sidering $10,000 of insurance. It had 
required a great deal of work to make 
him see the necessity of protection, 
for, with real estate values rising, and 
with lots in a suburban sub-division 
which he owned, selling at prices high- 
er than what he paid for them by the 
acre, this seemed to him a pretty good 
insurance for his family in the event 
of death. At least, that’s the way I 
thought. The real reason was that I 
underestimated my man. 

“At all events, I wrote the applica- 
tion. He had signed his name and, 
more as a matter of pleasantry than 
anything else, I turned the pen upside 
down and with the wooden end of the 
penholder, drew a cipher after the 
figures $10,000, saying to him: ‘What 
vou really ought to do is to make it 
this amount,’ meaning $100,000. He 
looked rather puzzled, for he didn’t 
understand me for a minute or so. 
When he caught on, he said, ‘No, no 
indeed—what would it cost?’ That, of 
course, waS my cue, as well as my 
surprise. I then went to work in 
earnest, and before I left the office I 
had occasion to turn the penholder up- 
side down again and put on that 
cipher for good. The lesson is evi- 
dent, isn’t it, to be certain that you are 
insuring a man for all that he ought to 
have and can afford. 

“The other case concerns a widowed 


woman. I saw her but once, but I 
have thought of her a thousand times, 
wendering where she is and how she is 
getting along. She happened in this 
office, dressed in black, with a child in 
her arms, and another trailing by her 
skirts. She asked whether we had on 
our books the name of her husband as 
policyholder. Careful search disclosed 
no such name. She asked whether 
there was any other insurance office 
in the building, and we directed her, 
in fact took her up to the other office. 
There too her husband’s name did not 
appear. She then wanted a list of all 
the insurance offices in town, declaring 
that she must see them, that she must 
find his name somewhere, for previous 
to his death, some insurance agent had 
called on him, had talked insurance, 
had persuaded him to do it some time, 
and she wanted to know desperately 
whether he had taken the insurance or 
not. She said pathetically he kept his 
business to himself and she knew but 
little about his affairs, that he became 
ill, and a sense of delicacy prevented 
her from asking whether he was in- 
sured, but now that he was gone her 
desperation was such that if she 
finally found that he carried no insur- 
ance, she would find her pathway a 
heartrending one. 

“The anguish in her voice and the 
haggard look told its own story. I am 
sorry to say, I did not take her name. 
I can’t forget her. Her face is in my 
mind many a time. Sometimes when 
I feel that 1 have said as much as I 
ought to a prospect, she turns up to 
my vision, and I start in again and 
often times have secured an applica- 
tion, not because of my own enthusiasm 
in the particular case, but because of 
the pathos which surrounded her case 
and because it taught me an unforget- 
able lesson of the duty that the right 
kind of an imsurance man owes and 
will discharge toward the prospect and 
those who are generally so dependent 
on him for protection. 

- . . 


Are things going to suit 


How you? Applications a little 
Are slow? Do you think the 
Things? other fellow has an easier 


job than you? A better 
field in which to get business? Examine 
yourself. Is the trouble with you or 
with conditions and environments? 

‘Agricultural and industrial conditions 
are prosperous. People are buying life 
insurance every day—all around you. 
They will continue to do so. Life in- 
surance is a_ recognized modern 
necessity. It not only provides food 
and raiment, but in the last analysis 
is food and raiment. 

If you are not satisfied with the re- 
sults of your former efforts, make an 
inventory of yourself. Have you been 
leaning on somebody else—depending 
on someone to help you, or have you 
been depending on yourself? On whom 
should you dépend? Do you suppose 
anyone else is interested quite as 
much in your success—barring your 
immediate dependents—as you your- 
self? 

How many hours have you spent, the 
past month, in actual earnest hard 
work, systematically planned? Do you 
think the farmer, the merchant or the 
mechanic would have any particular 
monument of success to point to if he 
had given no more time to the prosecu- 
tion of his business than you may have 
done? 

Is it not a fact that you could have 
talked and explained life insurance, to, 
and solicited business of, about five 
times as many people as you have 
canvassed? How many people do you 
meet in a day, a week or a month? What 
per cent. of those, of insurable age, do 
you approach on your business? Might 
not the very ones you “pass up” be the 
ones most easily written? I am not un- 
mindful of the fact that you must go 
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Growth During the First 
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April 2, 1910 $474,657.50) None 

Dec. 31, 1910 1,823,258.38'$1,830,206.00 
Dec. 31, 1911 1,369,388.76) 5,544,706.00 
Dec. 31, 1912 1,769,449.71/12,674,411.00 
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about your work with tact; but it is 
not tact to get a turn down in ten 
minutes, and then wait a half day or 
a whole day, loading your gun with 
fears, doubts and wasted moments, be- 
fore taking another shot. Look with- 
in; you may find the answer to your 
misfortunes without looking abroad.— 
Mid-Continent Pulse. 
» a ca 


Whatever a man’s es- 
tate may consist of, 
however great his pos- 
sessions, when death 
comes his life insur- 
ance proves to be his quickest asset, 
the immediate assurance to his wife 
and family that their wants will be 
provided. 

How often we hear the argument, “I 
own considerable real estate; I really 
don’t need life insurance.” 

The man who excuses himself on this 
line of reasoning should remember 
that his family cannot eat real estate. 

There are times when real estate is 
salable and there are times when it is 
not—unless you want to give it away 
for a song. At best it is not a quick 
asset. To sum up her possessions and 
find she had “considerable real estate” 
but no cash, might be a most dismal 
prospect for the widow, especially if 
her husband’s death came at a time 
when real estate was in a slump. A 
policy would change matters materially. 
Not only would it meet the family’s 
immediate needs, ‘but it might add many 
thousands to the value of the real es- 
tate by making sacrifices unnecessary 
and enabling the family to hold it for 
a better market——Fidelity Mutual 
Record. 


Real Estate 
and Life 
Insurance 


Says the Old Line 
Bankers Life: “The 
agent who builds into 
the future, who out- 
lines work for the 


They Lapse 
Because 
Discouraged 


next day and the next week, who keeps 
a record of each day’s effort as he 
goes along, that he may take it up 
again or may profit by comparing it 
with other days, is the agent who is 
bound to have a steady growing busi- 
ness at his command. It takes just 
as much foresight, just as much 
thought and attention to build a profit- 
able agency business as it does to 
build a profitable mercantile or bank- 
ing business. The agent who over- 
looks these facts is overlooking cer- 
tain elements of assistance.” 


* a = 
R, W. Stevens, vice- 
What's the president of the Illi- 
Value of nois Life, of Chicago, 
Your Time _ says: 


“It is an ascertainable 
fact that every waking hour of the life 
insurance salesman has a definite cash 
value if industriously employed in the 
pursuit of his business; therefore, for 
each hour that he wastes it is not hard 
to figure the irreparable financial loss 
which has been suffered. 


“If you do not know just how much 
each working hour of the day is worth 
in money to you as a life insurance 
salesman you certainly should, speedily 
find out. To find out requires only a 
very simple computation; and having 
found out what your working hours 
properly employed are worth to you, 
then if it is your preference and 
pleasure to burn money you will have 
the satisfaction of knowing just how 
much you are burning during each 
hour that you loaf, and, in addition to 
experiencing the pleasure of the spend- 
thrift who uses bank notes for cigar- 
lighters, you can enjoy a fair picture 
of yourself as others see you and have 
the satisfaction of knowing that in the 
eyes of hard working business men you 
are just the same sort of ‘hero’ as the 
money-burning prodigal is in yours.” 
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WHY | SUCCEEDED AS AGENT. 


Little Things That go to Make a Good 
Field Man—System and 





Concentration. 
What makes the successful field 
man? Many have asked the question 


and the’ answers have been numerous 
and diverse. The actual experience of 
successful men, however, must always 
be helpful and interesting. O. R. 
Hiuskey. assistant superintendent for 
the Life Insurance Co. of Virginia at 
Spartanburg, S, C., has made a suc- 
cess of his work and from the stand- 
point of the assistant he says: 

“The first thing to know is the busi- 
ness, make a thorough study of it. Ap 
ply yourself so that you may be able 
at any time to explain any of the 
company’s policies. 

“Know yourself and your company 
and what they have to sell. Study 
the business thoroughly and have con- 
fidence in yourself; believe that you 
can do the business, and be continu- 
ally at it, not losing an opportunity to 
gee an applicant at any place or any 
time. 

“Cultivate clean thoughts and clean 
liabits:; always try to see the bright 
side of everything, and see some 
good in the worst of things. 

“Begin the week feeling good and 
push for collections, strive to keep a 
low per cent. of arrears and the lapses 
will take care of themselves. Finish 
the account early on Wednesday, and 
lose no time around the office that can 
be put in the field canvassing. 

“Be firm, but- polite, and let it be 
your business six days in the week to 
sell insurance; place the business and 
get a good collection on the application 
when signed by the applicant. Leave 
no chance for him or her to say, ‘You 
did not tell me I had to pay in a differ- 
ent way,’ but train the new business 
to pay well in advance. 

“Always keep a good list of pros- 
pects, for it is from this we make pol- 
icyholders, and be ready at all times 
to take the superintendent or assist- 
ant to a good line of prospects, when 
he may be able to go with you. Let 
each policy sold help sell another, and 
have satisfied policyholders. Have 
them help you write their friends and 
to talk your business. Make a straight 
house to house canvass. Make it a 
rule to spend so many hours each 
day in a straight canvass and see fif- 
teen people. Out of the fifteen you 
will be able to land at least two. 

“In making the canvass find out 
what the husband does and how much 
insurance he has and how much he 
should have. Go back at night and see 
him by his fireside and explain thor- 
oughly your policies to him. Tell 
him what he may be able to do with 
the dimes he may be spending fool- 
ishly; how he may lay up an estate 
for his family by taking a policy; 
how some day he will be made to feel 
should misfortune overtake him. Tell 
him how much you paid his neighbor 
when he lost some loved one, and how 
it enabled him to meet the burden. 
and how they. appreciated it. Some 
day he will nave the same thing to do. 

“Show him his responsibilities and 
that he owes it to his family to carry 
insurance. 

“Be cautious. Go at night and see 
the man you may not be able to see in 
day time. It matters not how the 
weather may be, nor how good the fire 
at home would feel; if you have a pros- 
pect, go and see it. 

“Let your motto be, ‘Smile and 
Hustle.’ If you fail to land your pros 
pect renew your efforts and land one 
before you go in. 

“Bear in mind that the business is 
made up of little things. Be ready to 
help your fellow man, encourage him 


and co-operate with the assistant sup- 
erintendent- and carry out the wishes 
of the superintendent. 

“Bear in mind that the agent grows 
his own field and a little field well tilled 
will bring forth a generous harvest. 
It is up to the man as to what the har- 
vest will be. 

“Concentrate your efforts and keep 
your debit well consolidated, keeping 
in mind that system counts, it doubles 
resulte and halves labor. But it is not 
perpetual; it needs help, and each day 
the man on the debit needs to apply it. 

“Place yourself in the prospect’s | 
place and see if the policy you are to | 
sell him is the one you would want; it | 
80, then present it enthusiastically. 

“Last, but not least, be proud of your 
company and your profession, remem- 
bering that you have some difficult 


task to perform, and perform it like a 
man.” 





HOW HE WORKED FOR INCREASE. 





Successful Agent Planned His Canvass 
With Very Gratifying Resu!ts in 
New Business. 





H. H. Anderson, representing the 
Life Insurance Co. of Virginia, at Sa- 
vannah, Ga., made a $26.45 net increase 
curing the year and his achievement 
was due to careful planning of his 
work. Mr. Anderson says: 

“One of the most important things 
that I know of, from an agent’s stand- 
point, is to write more new business 
than what you lapse. 

“While I am on the new business hub- 
ject, I will say the best way to get a 
g00d write-up each week, is to work 
by the day and not by the week. 1 
mean by this that you make a daily al- 
fotment for yourself instead of a week- 
ly allotment. Let each day take care 
of itself, and when the week winds 
up, as a rule, you will be right there 





with the goods. 

“T allot myself twenty-five cents a 
day which is easy if you will take ad- 
Vantage of every opportunity that you 
bave to put your company and their 
splendid policies before the insuring 
public. 

“T work my new business by the eday, 
and my increase by the week. I make 
it a point to keep myself on claiming 
each week in the year. If you only 
make a small increase for fifty-two 
weeks in the year, when the time 
comes to round up things, you will be 
all to the mustard and on the winning 
side. I was on claiming forty-eight 
weeks out of fifty-two in 1912. 





Public Savings Life Leaders, 





Superintendent W. J. Hering, of Ft. 
Wayne, Ind., is the public savings 
calendar leader for the year in joint 
increase. Mr. Hering has just cause 
to be highly gratified with his work in 
1913. He has promoted three men from 
his agency ranks to positions of larger 
opportunities, and still has a fine staff 
that persist in making increase. At the 
present time all indications are that he 
will be the field leader in both indus- 
trial and point increase. 

Superintendent J. L. Kampfert, of 
Gary, Ind., is leader in industrial in- 
crease for the fourth quarter, low lapse 
rate to new business issued, collections 
per cent, for the year, was calendar 
leader for November and ranks No. 6 in 
ordinary production for the year. 

The policy of public savings at all 
times is to beat its own best record. 
This it will do again in 1913. The in- 
dustrial and ordinary increase will show 
a handsome gain over that of 1912. 
Every quarter year since the Company’s 
organization has shown a substantial 
growth along all lines. The outlook for 


1914 is exceedingly bright and all 
things tend toward that of greater 
accomplishment. 
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PART-TIME PRACTICES. 





(Continued from page 2.) 

“The system of recruiting the field 
forces of the several companies, from 
the ranks of part time men is general, 
and is indispensable. The alternative 
would be to persuade good men to aban- 
don occupations in which they are now 
successful, generally to their own great 
detriment, or to entice away the agents 
of other companies by offering greater 
financial inducements. The latter 
course, besides leading to increased ex- 
penses, would be unethical and is un- 
thinkable. There would remain one 
other source from which to recruit our 
ranks—the derelict of the business 
world, the men ‘who failed at every- 
thing else.’ 

“In reply to your special query, I see 
no objection to licensing an officer or 
employe of a factory or similar institu- 
tion, who would solicit chiefly among 
those employed in the plant. The latter 
need insurance, but under the usual 
regulations they cannot be solicited in 
the ordinary way. With the plant in- 
accessible to the regular solicitor, many 
of these employes would remain unin- 
sured, if no one connected with the in- 
stitution could act as agent.” 


Equitable Life’s Practice. 

The position of the Equitable Life 
as stated by A. R. Fullerton, superin- 
tendent of the Society’s Bureau of 
Statutory Requirements, was as fol- 
lows: 

“This Society is in thorough accord 
with the idea of limiting the number 
of licenses issued, but we obtain many 
whole-time men who started as part- 
time men; men who did not feel justi- 
fied in relinquishing their old posi- 
tions, they being very often on a sal- 
ary, until they had studied the question 


ot insurance and obtained applications 
after business hours. These men have 
often later developed into wholetime 
men, that is, men who devote all their 
time to the soliciting of life insurance. 

“We make every effort in the begin- 
ning to make contracts with only such 
men, that we have reason to believe 
vill eventually give up their other 
lines of business and become whole- 
time agents.” 


New York Life’s Stand. 

The New York Life does not employ 
part-time agents as such and requires 
from each agent appointed a signed 
statement that he expects within six 
months to make the life insurance busi- 
ness his regular occupation. 

L. Seton Lindsay, superintendent of 
agencies of the New York Life, in 
stating the Company’s position said: 

“As a general practice we discourage 
the employment of part-time men, un- 
less these men intend to go into the 
business as whole-time agents later; in 
fact, it is our rule not to execute a 
contract with a part-time man, unless 
he will put into writing the fact that 
he intends within six months to give 
us his whole time. 

“Our experience shows that many of 
our best field men started as part-time 
agents, and we believe that part-time 
men are necessary in the business, if 
they are employed with a view of being 
made into whole-time men within a rea- 
sonable period.” 
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OF GENERAL CONCERN 





Citizens generally as well as fire un- 
derwriters should be interested in the 
recent transfer by the Brooklyn Rapid 
Transit Company of its insurance ac- 
count, aggregating close to $22,000,000, 
from represented companies, to. the 
Lloyds of London. While the stuck 
offices scrupulously conform to the laws 
of the State, and pay annually large 
sums into the public treasury for the 
privilege of transacting business, the 
individual underwriters at Lloyds 
evade obligations of every sort, and 
the State derives no revenue from 
them whatever. Thus an economic 
feature is introduced which directly 
concerns the citizens of the common- 
wealth, for if the practice of the rail- 
way in patronizing foreign tax dodging 
concerns were to be followed generally 
a chaotic condition would result. 

Moreover; the assertion of the presi- 
dent of the Brooklyn Rapid Transit 
that his company would effect a 
material saving in premiums in plac- 
ing its insurance abroad, is sharply 
denied by those in position to pass judg- 
ment in the matter, while no com- 
parison can be made as to the quality 
of the indemnity supplied by the strong 
and closely supervised stock companies 
here represented, and the operators at 
London Lloyds. 

As the New York law expressly for- 
bids the adjustment of losses for 
unauthorized concerns, it would be 
interesting to learn how the railway 
company hopes to settle its claim in 
the event of a fire sweeping any part 
of its extensive property? 


LINING UP ON RAMSEY ACT. 





It will be interesting to watch the 
campaign against the Ramsey Act in 
the New Jersey legislature when it 
convenes. One broker, who has given 
most of the ammunition to newspapers 


to fight the act, was formerly a shoe 
repairer. The principal legislative 
enemy of the law is a lawyer whose 
father runs a bath-house on the Jersey 
coast. Several local boards of trade 


nave been induced to pass resolutions, 


esking for the repeal of the law. The 
special legislative ccmmittee investi- 
gating fire insurance conditions has 
gone cn record saying that it will rec- 
cmmend changes in the law. Ia 
cities where there has been a reduc- 
tion on dwelling rates affecting thou- 
sands of people, the opponents of the 
rating law are going to have a diffi- 
cult time in making their propaganda 
effective. The fire ccmpanies are di- 
yided about the law. Most of the lead- 
ing agents favor it. From whatever 
standpoint the situation is viewed the 
coming session of the New Jersey 
legislature will interest insurance men 
exceedingly. 





THE COMMERCE DECISION. 





There is general regret in the life 
insurance business that Justice Hughes 
did not write a dissenting opinion in 
the New York Life’s case in which life 
insurance was declared not to consti- 
tute commerce. 

Several eminent legal authorities 
volunteered the opinion that the New 
York Life had established a case which 
required that the transacting of a life 
insurance business, constituted inter- 
state commerce. Furthermore, the Su- 
preme Court was not asked to reverse 
itself in respect to previous decisions 
on this subject. The case was built 
up along lines not in conflict with these 
decisions. 

Justice McKenna swept much of this 
new material away with a very few 
words. “We have gone beyond the citing 
of the authoritative cases,” said Justice 
McKenna, “only in deference to the 
able and earnest argument of counsel.” 





MEETING CHANGING DEMANDS. 





“Possibly one of the most conspicu- 
cus elements in the development of life 
insurance in this country has been the 
constant attention which has been paid 
tu the ever shifting demands of the 
public for new forms of protection. 

“In other words, life insurance, a8 
conducted here, is constantly changing 
in order to meet the ever varying needs 
of the times. 

“This development has been most in- 
teresting and extensive during the last 
few years due to the kaleidoscopic 
changes which are taking place in the 
public mind on economic and philan- 
thropic subjects. Provisions for old 
age, protection to employes en bloc, 
workmen’s compensation, improvement 
cf health conditions, care of disabled 
wage-earners are all burning questions 
now—and it is the duty of the success- 
ful life underwriter to use his nimble 
wit so that ‘he may make the policy 
fit the new demand. The subject is a 
nroad and vital one, full of human in- 
terest. It is not for me to discuss it 
The program before me fairly scintil- 
jates with wit and wisdom. I shall 
keep you in suspense no longer.” 

—George E. Ide. 








THE HUMAN SIDE OF INSURANCE 





DARWIN P. KINGSLEY. 


Darwin P. Kingsley, president of the 
New York Life, is one of the leading 
spirits of the Hobby Club, a -select 
little group of men* prominent in New 
York business and professional circles, 
who get together occasionally to talk 
about the most important things in the 
world—their hobbies. The Hobby 
Club gave a dinner the other evening 
at the Metropolitan Club, going after- 
ward to the home of R. T. Haines 
Halsey, who gave a little talk on Ameri- 
can arts and crafts of the seventeenth 
and eighteenth centuries, illustrating 
it by displaying his collection o? 
Colonial silver, engravings, and minia- 
tures and Staffordshire and Wedgewood 
pottery. The members present in- 
cluded Justice Victor J. Dowling, Dar- 
win P. Kingsley, Henry E, Huntington, 
W. B. Osgood Field, John D. Crim- 
mins, George Kunz, John G. Milburn, 
Prof. William P. Trent, W. M. Schnitz- 
er, David E. Smith, George A. Plimpton, 
John C. Tomlinson, E, R. A. Seligman, 
and Edward T. Newell. 


R. J. Hillas, president of the Fidelity 
& Casualty Company, of New York, is 
again at his desk after a ten days’ 
swing among a number of his company’s 
prominent agencies throughout the 
Middle West. Mr. Hillas was in attend- 
ance at the gathering of State insur- 
ance officials, company executives and 
local agents, and followed the proceed- 
ings with the closest interest. 


Once the gathering adjourned he con- 
tinued West, as far as Kansas City. 
President Hillas has ‘been identified 
with the Fidelity & Casualty Cmpany 
since its organization, and has had a 
notable part in its upbuilding. 

+ * 7. 


Hiram J. Messenger, who died De- 
cember 15, had a broad and interesting 
career. During his fifteen years as 
actuary of the Travelers he became 
prominent in that department of the 
business. He was professor of mathe- 
matics at Cornell University, his alma 
mater, and previously was professor of 
mathematics at Napa College, Cal. He 
received the degree of Ph.D. from 
Cornell in 1885. He later became asso- 
ciate professor of mathematics at New 
York University and resigned to take 
up the further study of mathematics 
in England at the Institute of Actuaries. 
He joined the Metropolitan Life acu- 
arial department in 1890, and went to 
the Travelers as actuary in 1898. Mr. 





Messenger was a member of the Metro- 
politan Museum of Art, and the Ameri- 
can Museum of Natural History, New 
York city; of the Psi Upsilon Fra- 
ternity; the Honorary Society of Phi 
Beta Kappa, and the Cornell Clubs of 
New Engiand and of New York city. 
He was a trustee of American Scenic 
and Historic Preservation Society; a 
member of the Council of Cornell Uni- 
versity and a Fellow of the University, 


and until this spring, member of the 


Council of the Actuarial Society of 
America. He wag also a member of 
the American Mathematical Society and 
a Fellow of the American Association 
for Advancement of Science; and of 
the Royal Statistical Society of London} 
England. 
* a a 

The late Dr, Leslie D. Ward’s 
beautiful country place at Madison, N. 
J. has been sold to Howard Cole of St. 
Louis. Dr. Ward, who was first vice- 
president of the Prudential of Newark, 
died in Europe this year. It is under- 
stood that the consideration was about 
$200,000, and that Mr. Cole and his 
family, after making some alterations 
and improvements in the mansion will 
occupy it as their home. This estate 
is one of the show places of Morris 
County, and comprises 617 acres. The 
house itself and its furnishings are said 
to have cost nearly $500,000 and an- 
other $500,000 is reported to have been 
spent on the grounds, lake, stable, gar- 
ages and other buildings on the 
property. 

= € ” 


Harrison Law, the insurance statis- 
tician of Nutley, N. J.,, attended the 
meeting of New Jersey agents last 
week, prepared to make a speech, deal- 
ing with the position occupied by small 
companies in regard to preferred busi- 
ness. He had a number of figures 
compiled that were of unusual interest, 
but which were not read, as there was 
no speech making at this meeting. Mr. 
Law had a number of years experience 
in the accounting and adjusting de- 
partments of five companies, and for 
a time was with Johnson & Higgins. 


George Washington Montgomery, of 
Montgomery & Fountain, who died this 
week, belonged to that famous school 
of New York fire insurance men who 
started in fire offices when in knicker- 
bockers and continued at work for more 
than sixty years. 
Alexander was another such man. Mr. 
Montgomery began at the age of thir- 
teen with the Market Insurance Com- 
pany. He became secretary of the Ex- 
change Fire Insurance Company, and in 
1880 founded the insurance agency 
which _later became Montgomery & 
Fountain. He was seventy-four years 
old and served in the Civil War. 


Ernest J. Clark, of Baltimere, presi- 
dent of the National ‘Association of 
Life Underwriters, was in New York 
Monday on association business. Presi- 
dent Clark will not have to undertake 
the big swings over the country that 
his predecessors in that Office were 
accustomed to make each year to en- 
courage the building up of the local 
associations. It was decided at the 
Atlantic City convention that the or- 
ganization had now become so large 
that all of the president’s available 
time would be required on executive 
matters instead of missionary work. 


Harry S. Meyer, a well-known insur- 
ance agent of Williamsport, Pa., is one 
of the commission of fire men headed 
by Mayor Stabler which is running Wil- 
liamsport, under the new style of com- 
mission government. 


old, and started life as a messenger boy. 


The late James A. - 


He is 53 years - 
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INGLINING 10 16. PER CENT 


PLEA OF BROKERS MEETS FAVOR. 


Prominent Company Officials Approve 
of Increased Commission for New 
York Suburban Business. 


Members of the committte of the Fire 
Brokers Association of New York ap- 
pointed to secure the endorsement of 
company executives to their plea for 
15 per cent. commission upon business 
in the territory of the Suburban Fire 
Insurance Exchange, express’ them- 
selves as being more than pleased at 
the character of the responses had thus 
far, and enthusiastically declare that 
the advance will be granted. The 
brokers maintain that their organiza- 
tion controls 80 per cent, of the premi- 
ums in the suburban field, and that not 
more than 15 per cent. of this is written 
by local agents resident in the terri- 
tory, the great bulk of the insurance 
being given to head suburban agents 
and other offices especially equipped 
for handling the business. 

Brokers are averse, they assert, to 
sending business to local agents to 
write because of the practice of certain 
offices to hustle after renewals direct, 
and thus embarrass the broker. Their 
contention is that as the agent in the 
field has now no part in handling their 
business, the latter would lose nothing 
if present brokerages were increased. 
Ten per cent., it is alleged, is insuffi- 
cient to compensate for the trouble and 
expenses of handling suburban risks, 
and 15 per cent., at least should be had. 

Appointment As Agents. 

Of equal concern in the minds of the 
brokers is the question of appointing 
brokers’ agents, and a strong plea for 
such action has been made by the 
middle-men in the brief filed with the 
executive committee of the Exchanges, 
for presentation at the next quarterly 
meeting of the association. 

In requesting concessions both as to 
commissions and agency appointments 
the brokers declare they are simply 
asking to be placed upon a plane of 
equality with their associate in Phila- 
delphia and Boston and as has already 
been said, their arguments have con- 








verted not a few strong company 
officials. 
War Risks Rates. 
In view of disturbed conditions in 


Mexico, Chubb & Son, marine under- 
writers of New York city advanced the 
rate upon goods shipped to Vera Cruz 
and Tampico from 2% per cent. to 3 
per cent. No shipments to interior 
points will be covered. 


THE HARTFORD WILL APPEAL. 





Companies Lose First Decision in Test 
Suit Over Stewart Vehicle 
Company’s Loss. 


The case of W. W. Downey, receiver 
for the Stewart Vehicle Company 
aganst the Hartford Insurance Com- 
pany, before Judge Dayton in the Fed- 
eral Court, Martinsburg, W. Va., was 
decided in favor of the plaintiff. The 
insurance company will appeal to the 
Circuit Court of Appeals. This was a 
test case in which Downey sought to 
recover the full amount of a $10,000 
policy on the material in the building at 
the time of the fire in September of 
last year, and the insurance company 
resists payment on the ground that the 
vehicle company vitiated the insurance 
contract by placing a chattel mortgage 
on the plant with the Maryland Surety 
and Trust Company, of Hagerstown, 
without the consent or knowledge of 
the insurance company. Fifty witness- 
es have been summoned, and the case 
is expected to last several days. At- 
torney John W. Davis, solicitor general 
of the United States, was one of the 
attorneys for the insurance company. 





AWAITING NEXT MOVE. 


Suggestion That Albany Matter be Re- 
ferred to Arbitration Fails of 
Endorsement. 


Albany, N. Y., Dec. 24.—Since the 
failure of company executives to act 
upon the suggestion of the New York 
State Committee of the Eastern Union, 
that the troublesome and long stand- 
ing situation at this city be referred to 
arbitration, local agents are speculat- 
ing as to the next move of the man- 
agers. 

The matter, has been threshed out 
by the district committee, special com- 
mittees of the State Association, an4d 
by the managers, but thus far no prac- 
tical solution of the difficulty has been 
found. 





NO ANSWER YET. 





Inquiry of Home Insurance Company 
Regarding Kentucky Mercantiles 
Fails to Elicit Renly. 
Although several weeks have now 
elapsed since the Home Insurance Com- 
pany addressed the Kentucky Rating 
Board regarding rates upon mercan- 
tiles in unprotected towns, no answer 

thereto has been received. 








Anniversary Dinner January 9. 


The 31st anniversary of the New 
England Insurance Exchange will be 
held at Young’s Hotel, Boston, on the 
9th prox. 


EKERN MAKES NEW = REPORT. 


Public Should Pay Less Premium Upon 
Reducing Fire Waste, Says Wis- 
consin Commissioner. 


In a report made public this week, 
Commissioner Ekern of Wisconsin, dis- 
cusses fire insurance rates. He says the 
public interest in the subject is increas- 
ing, and adds that the companies will 
be expected more and more to be able 
“to justify the rates they charge,” and 
that the data now availale for this pur- 
pose is neither complete nor satisfac- 
tory. Continuing he 

“The sooner it is 


says: 

recognized in in- 
surance, the same as in other forms 
of business of a public nature, that the 
utmost openness and 
upon definite data are required, the 
better it will be for all concerned. 
These States or communities making 
intelligent efforts for the reduction of 
fire losses will necessarily inquire the 
extent to which these reductions are 
reflected in the insurance rates, and in- 
telligent co-operation by the compa- 
nies, preferably in some national way, 
will in the end be most economical and 
secure the best results.” 

The Wisccnsin committee’s recom- 
mendations are reviewed and attention 
is directed to other investigations now 
pending, and the previous legislation 
on the subject is analysed. The state- 
ment is further made that: 


publicity based 


“Reduction in losses sufficient to 
show that the same are not merely 
ordinary fluctuations in the loan ratio 


must inevitably be reflected in the 
rates charged for insurance. Sound 
business management on the part of 
companies demands that the rates 
should be reduced as such reductions 
are- warranted by decreased losses. 
Unless promptly and fairly made, re- 


ductions will be enforced through com- 
petition of other agencies such 
mutual companies, inter-insurers 
Lloyds associations, or through direct 
supervision of legislation of the rate- 
making agencies, or of the rates them- 
selves.” 


as 


and 


Compromise Tobacco Loss. 

Litigation under the Lichenstein poli- 
cies in the Gabb Warehouse tobacco 
loss in Bloomfield, Conn., has been 
dropped. The loss was compromised a 
few days ago for $63,000. The insur- 
ance was $80,000. Lyons. Stadholz & 
Co., were adjusters for the assured. 


Insur- 


17 


The annual dinner of the Fire 


ance Society of Philadelphia will be held 
Continental Hotel in 
19th. 


at the that city 


on January 
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MODEL MUTUAL LAW SUBMITTED. 





Many Requirements Necessary Before 
Co-operative Company May En- 
ter a State, 

The bill submitted to the insurance 
commissioners as a model draft for the 
organization and licensing of mutual 
insurance companies provides that the 
name of every mutual shall contain 
the name “mutual.” No name shal] be 
adopted that conflicts in any way with 
that of any other insurance company 

or organization. 

No policy can be written until there 
surplus of $100,000. A bond for 


ie ¢ 
S a 


$10,000 must be filed with the Insur- 
ance Commissioner before the mutuat 
may solicit applications for insurance 
er accept premiums. Applications for 
at least two hundred risks must be 
subscribed, aggregating not less than 
£500,000. The maximum amount of 


any single risk shal] not exceed three 
the average risk. Cash assets 
$10,000 must be held. 
Management Expenses 40 Per Cent. 
The expense of management cannot 
exceed 40 per cent. of the premium in- 
come. An unearned premium reserve 
of 50 per cent. of the cash premiums 
be maintained. 
The bill makes careful provision for 


times 


cf not less than 


nust 





ssessments of members. In making 
the provision the law says that any 
nembers may be assessed in case of 
necessity “in proportion to and within 
the limits of their several liability.” 
Mutuals legally authorized in other 
States may enter another State upon 
complying with the laws and when 
possessed of surplus amounting to 
$100,000, or when such corporation has 
in force $5,000,000 of insurance in not 
less than 400 separate risks, and hav- 
ing a surplus amounting to not less 
han one-half of one per cent. of the 
total insurance in force, 


amount of 


1 ingent liability of $50,000 


and a cont 


READY ABOUT MARCH 1, 


Expected That Work of Unifying Rules 
and Regulations in New York 
Will be Completed Soon. 





Such progress has been attained in 
the work of unifying the rules and 
regulations in force in the Empire State 
that the committee in charge of the 
task, figure will be completed on or 
about March Ist. 

Of the 120 odd rules and requirements 
used in New York it is held that agree- 
ment by y two of the four governing 
organizations in the State, cannot be 
had upon more than five per cent. of 
them. 

To remedy this condition and bring 


1bout one uniform set of requirements 
of the committee, and 


well on toward comple- 


is the VorkK 


which is now 









San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds large'y supplied by head 






office in Liverpool 








Supls, - - - = 
Losses Paid by Chicago Fire, 1871 
Losses Paid hy Boston Fire, 1872 
Losses Paid by Baltimore Fire, 1904 


U. S. Cash Assets, Dec. 31, 1912 $13,739,218.97 
4,015,972.92 
3,239,491 .00 
1,427,290.00 
1,051,543.00 


POPSET: 


Liverpool 

















am Fondon 
amo Globe 
Insurance Co. 





















CIMICED 


Over $130,000,000.00 


Losses Paid in the United States 


HENRY W. EATON, MANAGER 
G. 


J. B. KREMER, ASST. DEPUTY MANAGER 


New YORK OFFICE 





W. HOYT, DEPUTY MANAGER 


T. A. WEED, AGENCY SUPERINTENDENT 


80 William St. 
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IMPORTANT FIELD CHANGE 


WEST VIRGINIA STATE AGENT. 








A. G. Kenngott to Represent Colonial 
Fire Underwriters and the 
Mechanics and Traders. 





A. G. Kenngott will on January | 
succeed A. O. Myers as the West Vir- 
cinia State Agent for the Colonial 
Fire Underwriters of Hartford, and 
Mechanics and Traders of New Or- 
leans, Mr. Myers in future devoting 
himself entirely to the local interests 
of the Colonial at Wheeling. 

Mr. Kenngott, at present stamping 
secretary for Northern West Virginia, 
and assistant to the secretary of the 
West Virginia Fire Underwriters Asso- 
ciation, is exceptionally well versed in 
underwriting conditions in the Pan 
Handle State, and has a wide following 
among the local agents. 

His early insurance experience was 
gained in the local agency office of E. 
C. Roth & Co. (now Armstrong-Roth- 
Cady Co.) of Buffalo, where he filled 
practically every position up to and in- 
including that of chief clerk and 
counterman. He served three years 
vith the West Virginia and Ohio In- 
spection Bureau, and has for the past 
two years been associated with the 
West Virginia State Association in his 
resent position. Mr. Kenngott se- 
cured his academic education at Syra- 
and his’ technical 


cuse University 

iraining at Armour Institute of Tech- 
nology. With this experience and ed- 
ucation he is eminently qualified to 


care for the growing interests of the 


Colonial and Mechanics & Traders in 
West Virginia. 
It will be remembered that when 


the National of Hartford reinsured the 
outstanding business of the Franklin 
of Wheeling three years ago, it estab- 
lished its Colonial Fire Underwriters 
Branch in that field to take over the 
I'ranklin business. 





pean bates STAFF. 


Home Advances its Chief Kentucky 
and Tennessee Representatives, 
In Recognition of Merit. 

In appreciation of the faithful and 
efficient service of H. E. Upton and E. 
H. Shirley, the Home Insurance Com- 
pany has appointed the former its 
State agent for Kentucky and the 
latter its Tennessee State agent, W. 
H. Wheeler the Company’s long-time 
representative in the States named 
will look after special business for it, 
opening headquarters for the purpose 
at Louisville. Mr. Wheeler will in 
future be titled general agent. 

The Home writes a large farm busi- 
ness in addition to its general liability 
in Kentucky and Tennessee, but this 
branch is under separate management 
and reports to Chicago. 


Adjusts § 8,222 Losses in One Year. 





Some idea of the extent of co-oper- 
ative fire insurance adjustment can be 
gauged when the figures of the General 
Adjustment Bureau are studied. The 
Bureau has made a report to the com- 
panies, saying that for twelve months, 
ended November 30, 1913, it adjustea 
,222 losses, involving 25,538 policies. 
The total insurance involved was $119,- 
576,610, of which the Bureau represent- 
ed 72.8 per cent. 

The total adjusted losses to all com- 
panies was $22,682,132, on which the 


Bureau representation was $15,766,791. 





FARRISH’S CHOP HOUSE 
Cor. John and William Sts. 
Reserve Your Tables Now 


FOR NEW YEAR’S EVE 


MUSIC —SOUVENIERS TO LADIES 











OFFICIALLY SANCTIONED. 





Merger of Two Philadelphia Companies 
Approved by Governor—Capital of 
Enlarged Office $1,000,000. 





Formal approval of the merger of 
the American an‘ the Insurance Com- 
pany of the State of Pennsylvania, 
both of Philadeiphia, was given by 
Governor Tener cn Saturday. 

Gustave Remak, Jr., who will be the 
president of the new company with of- 
fices at 308 Wainut street, regarding 
the merger, said: 

“The Insurance Company of the State 
of Pennsylvania has long directed the 
affairs of the American Fire Insurance 
Company. It came to a point where it 
was deemed advisable to combine the 
two as the Insurance Company of the 
State of Pennsy!vania, merely for the 
sake of business efficiency. The effect 
will be that the $200,000 capital stock 
cf the American will be added to the 
‘State of Penn’s’ $800,000, together with 
$130,000 additional surplus, without the 
‘State of Penn’ assuming any additional 
liability beyond the perpetual insur- 
ance of the American which amounts 
to $131,000.” 

It is already known that all the offi- 
cers of the “State of Penn” remain as 
they were, and that the board of direc- 
tors of the new company will comprise 
the joint boards of the merging com- 
panies. The State of Pennsylvania 
Company was incorporated in 1784, and 
on December 31, 1912, showed total as- 
sets of $3,703,190: the American, which 
was incorporated in 1810, showed total 
assets of $692,809 on the same date. 

The capital of the enlarged company 
will be $1,000,000. 





REDUCING THE HAZARD. 








New Organization Formed in Brooklyn 
To Aid Assured in Getting 
Lower Rates. 





Reduction in fire insurance premiums 
through the medium of curtailment of 
fire risk, is the purpose of the Brook- 
lyn Insurance Engineering and Inspec- 
tion Bureau, newly formed by Pendie- 
ton & Pendleton, prominent  insur- 
ance agents of the borough. The im- 
mediate work of the bureau will be di- 
rected by Frederick W. Mages, formerly 
with the engineering branch of the 
New York Fire Insurance Exchange. 





Burdette to Hold on “Woodworkers.” 





H. E. Burdette, of the London and 
Lancashire, will deliver an address 
on “Woodworkers” to the Insurance 
Institute of Hartford. “Chemical Haz- 
ards” was the title of a paper de- 
livered before the Institute by Milton 
F. Jones, chemical and electrical engi- 
neer of the New England Bureau of 
United Inspection, Boston. 





H. W, Ellis With Continental. 





H. W. Ellis, a special agent of the 
Fidelity Underwriters in New York 
State, has been transferred to the Con- 
tinental, succeeding Edwin Quacken- 
bush, who has gone with the General 
Adjustment Bureau. 





BROKERS TO ASK AID ETC. 





(Continued from page 1.) 
is vested by the present law in the Su- 
perintendent of Insurance to compel 
life insurance companies who loan 
money on bond and mortgage to employ 
insurance brokers of the owners of the 
property on which they make loans to 
attend to the placing of fire insurance 
on these premises, instead of placing all 


Outside Competition in the South. 





Competition from outside companies 
is one of the present difficulties of the 
Southeastern Underwriters Association 
which has appointed a special com- 
mittee to look into the question. The 
committee is made up of S. Y. Tupper, 
department manager of the Queen; F. 
C. Buswell, vice-president Home and 
W. E. Chapin, general agent. 


Two Fires in One Week. 





Two fires in one week in the Rock 
Plaster Manufacturing Co., New York, 
are interesting the companies. The 
first was the larger of the two. A few 
days after it had occurred, and while 


four firemen were detailed there, the 
second fire broke out on the docks. The 
loss is said to be about 60 per cent. 








such work in the hands of some fire 
insurance broker of their own selection. 


|The only thing I could do of assistance 


is to bring the parties in dispute to 


| gether for a conference, as I did.” 


Later, the brokers appealed to Gov- 


ernor Sulzer, who referred the matter 
back to Mr. Emmet. 


JOHN G. EWING 
President 





THE COLUMBIAN NATIONAL 


FIRE INSURANCE COMPANY 


DETROIT, MICH. 


Cash Capital, $500,000.00 
EDWARD BLIVEN, Managing Underwriters 
RELIABLE AGENTS WANTED 


Michigan, Ohio, Pennsylvania, } New Jersey, Illinois, 
Indiana, Wisconsin, lowa, Minnesota 


M. W. WELSH 
Secretary & Treasurer 


P. J. BRADY 
Vice-President 


Net Surplus, $225,000.00 














EDGAR J. HAYNES, Pres. 


THE ponte ' FIRE INSURANCE COMPANY CHARTERED BY THE 
TATE OF NEW JERSEY (Chartered 1811) 


NEWARK FIRE INSURANCE CO. 


NEWARK, N. J. 


STATEMENT JANUARY 1, 1913 


ee eee meee e eee eee ne 


SURPLUS TO POLICYHOLDERS Reaves ----$1,228,824.81 


Responsible Agents wanted in Cities and Towns where 
Company is not now represented 


-- $1,918,742.71 
500,000.00 


ee ee 


THOMAS L. FARQUHAR, Secy. 








The North River 


Insurance Co. of New York 
INCORPORATED 1822 


Total Assets of all Companies Repre- 
sented by this Office December 31, 1912 


Crum & Forster 
NEW YORK 
GENERAL AGENTS 


$14,249,072.19 








CLARENCE A. KROUSE & COMPANY 
GENERAL INSURANCE AGENTS 





Lumber of N. Y. 
Peoples National 


Continental 

Firemens, N. J. 

Granite State 

Jefferson, Pa. 

Peoples National 

St. Paul Fire and Marine 
Teutonia, Pa. 

National Ben Franklin 








Pennsylvania—New Jersey 


325 Walnut Street, Philadelphia, Pa. 
AND 
Haddonfield, New Jersey 


Representing the following companies for Philadelphia 


EASTERN PENNSYLVANIA AND SOUTHERN NEW JERSEY 


General Agents Commercial aercial Casualty Co. of Newark 
ST. PAUL FIRE AND MARINE AGENCY FOR AUTOMOBILE FLOATING POLICES 


Ben Franklin 
Central Union 


Concordia 

Lumber, N. Y. 

Franklin, Pa. 

Central Union 

Citizens 

Phoenix, of Hartford 
Springfield Fire and Marine 
Western of Pittsburgh 
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(, R, SHALLCROSS PRESIDENT °* BATAVIA REPORT NEXT week, | 


EASTERN UNION’S N NEW OFFICERS. 
Association Hears Reports and Discuss- 
es Important Matters at 
Monthly Meéting. 

As was confidently predicted would 
be the case Cecil F. Shallcross manager 
of the Royal Insurance Company, was 
elected president of the Eastern Union 
at the December meeting of the organi- 

zation on Thursday last. 

At the same time F. W. Sargent, 
president of the: New Hampshire Fire, 
was chosen vice president, George W. 
Burchell, vice-president of the Queen, 
treasurer, and Howard De Mott secre- 
tary. 

Resolutions on the death of Alfred E. 
Duncan, the former vice-president of 
the Eastern Union were adopted by a 
rising vote. 

Aside from the election of officers, in- 


CECIL F. SHALLCROSS, 
President Eastern Union. 


terest at the meeting centered in the 
discussion of the New York suburban 
situation. The purpose of the executive 
committee of the Suburban Fire Insur- 
ance Exchange to recommend an in- 
crease of 5 per cent. in the present rate 
of brokerage in the territory was con- 
sidered at length, and especially the 
effect such suggested action would have 
upon the local agents. The seriousness 
of the difficulties in the suburban field 
were appreciated and the company rep- 
resentatives urged to support the 
Suburban organization in accomplishing 
the purpose of its creation. 
Cecil F. Shallcross. 

C. F. Shallcross, the new president 
of the Eastern Union is the manager 
of the Royal for New York and the 
Middle Departmeiit, a position he has 
held for a number of years with credit 
to himself and complete satisfaction to 
his company. One of the youngest of 
company executives, Mr. Shallcross is 
recognized as one of the most capable, 
and is a member of numerous associa- 
tion committees in the insurance busi- 
ness. He has served as president of 
the New York Fire Insurance Ex- 
change, and for the past two years has 
been chairman of the executive com- 
mittee of the Union. No-one in the 
business, perhaps, is more familiar 
with the problems in the eastern terri- 
tory or more able to grapple with them 
than he. 





All of the Levor loss at Gloversville, 
N. Y., has been settled with the excep- 
tion of the building. This is the sprink- 
lered risk loss, the insurance on which 
was placed by E. E. Hall & Co. 











Sixteen Companies Agree to Accept | 
Verdict of Messrs. Bament, 
Robb and Clough. 

H. R. Clough, manager of the loss de- 
partment of the New York Board of 
Fire Underwriters, has been appointed 
the third arbitrator in the Batavia Pre- 
serving Co.’s loss at Batavia, N. Y., the 
other two being Willis O. Robb, of the 
New York Fire Insurance Exchange, 
and General Adjuster Bament, of the 
Home Insurance Company. 


who is ill. 


The Holmes agency in Batavia nes! 


been very anxious to get a decision from 
the arbitrators. One will undoubtedly 
be forthcoming next week. Sixteen of 
the twenty-three companies in the 
agency have agreed to abide by the de- 
cision of the arbitrators. A few com- 
panies say they will not be bound by 
the decision. The arbitrators are not 
only to decide whether there is liability, 
and who should be liable, but co-insur- 
ance and other questions. Ag will be 
recalled the line of $10,000 additional 
insurance was given to a girl in the 
Holmes office by the manager of the 
plant which burned an hour after his 
visit to the agency. 


$3,£00,000 LINE FOR LOGUE. 


Pittsburgh Firm Now Controls the 
Harlan & Hollingsworth Line 
in Witmington. 

Pittsburgh, Dec. 24.—C. M, Logue & 
Bro., of this city, will close the year 
with a record of having done a 
phenomenal business during 1913. The 
latest capture is the entire line of Har- 
lan & Hecllingsworth, a corporation lo- 
cated in Wilmington, Del. 

The total line amounts to more than 
$2.500,000. This is an old concern, 
established in 1825, and its principal 
business is car building, making a 
specialty of steel passenger, mill, pri- 
vate cars, coaches and baggage cars 
also the building of steel hulls, general 
line of ship, boiler and engine buila- 
ing. It is owned and controlled by the 
Bethlehem Steel Company, and is 
known as one of Charles M Schwab’s 
subsidiary companies. 

A number of other important lines, 
reaching into six or seven figures, were 
controlled by C. M. Logue & Brother 
during the year. 


Executive Gpectes for N. J. Fire. 

Arthur H. Bronson has been appoint- 
ed executive special agent for the New 
Jersey Fire, and will make head- 
quarters at the Company's office in 
Newark. Mr. Bronson, after a valuable 
training as an inspector in New Eng- 
land, went with the Eagle Fire, of New 
York, as its New England special, sub- 
sequently joining the Commonwealth of 
New York in the same capacity. Presi- 
dent Whilden of the New Jersey Fire 
is well acquainted with Mr. Bronson’s 
ability and his appointment of the 
gentleman as special representative of 
the Company is because of that knowl- 
edge. 





Glens Falls in 5-Story Building. 


The Glens Falls Insurance Company 
is now occupying the third building 
specially built for its use. 

For the first. five years after its 
organization in 1849, it occupied rooms 
on the second floor of a small business 
building. Later on it was decided to 
build for its own use. A _ two-story 
building was erected in the form of a 
dwelling, so that should the Company 
not succeed the property could be 
readily sold for a residence. Then a 
new office building was erected. The 
latest addition is a fire proof structure. 





Read The Eastern Underwriter 
Price $3 Per Year. 





Mr. Clough | 
takes the place of james H. Cassell, | 
general adjuster of the Germania Fire, | 











Capital Stock - am 
Liabilities - - - 
Special Reserve Fund 
Net Surplus - ~ 


Total Assets - 


P. L. HOADLEY, President 
Cc. E. SHELDON, Vice-President 





FIRE, TORNADO & AUTOMOBILE INSURANCE 


American of Newark 


Chartered in 1846 


- #$1,000,000.00 
- 5,431,072.05 
- 300,000.00 
~ 3,135,102.52 
$9,866,174.57 
C. W. BAILEY, Secretary 
F. HOADLEY, Assistant Secretary 























ASK COMMISSION INCREASE’ 


NEW YORK BROKERS MEET. 
Also Protest Against Alleged Agency 
Discrimination in Suburban 


Field. 


The last meeting of the Fire Brokers 
Association of New York was one ol 
the most interesting yet held by that 
body. There were many questions dis- 
cussed: liability commissions, the Em- 
met rulings, the suburban situation, 
the idea of making the association 
more popular and powerful by having 
more “business producers” aniong thé 
members, the treatment of the Associa- 
tion by the Workmen's Compensation 
Service Bureau and the Casualty Ex- 
change. 

The relations between the bureau 
znd the board are becoming strained, 
particularly in view of what the bro- 
kers allege was shabby treatment of 
their correspondence and represent 
tives at recent meetings of the casual- 
ty officials. 

Suburban Brief. 


The board alse 
whicn has been filed witn the Suburban 
Exchange cy the conditions in the 
suburban field, requesting an increase 
in commissions from 10 to 15 per cent., 
and protesting against discrimination 
relative to agency appointments otf 
brokers. 

In the matter of liability 
sions the brokers want a 2% per cent. 
increase. They claim that the special 
agents are favored by the companies, 
and they want this favoritism to 
cease. 

Some of the brokers are transferring 
their automobile collision insurance to 
the fire companies 





prepared a brie! 


commis 


Six New Members. 

In order to get new members the | 
board has waived the initiation fee of 
$30, making membership cost only $30 | 
a year. Some members want the mem-| 
bership cut down to $10 a year, in or- 
aer to remove the impression that it 
is “a silk stocking organization.” 

In a circular to members, A. E. Coe, 
chairman of the membership commit- 
tee, says: “The officers and the cum- 
mittees are devoting their energies 
iacessantly toward greater efficiency 
and to increase the value of the organ- 
ization to brokers and broker-agents, 
as embodying the principles for which 
it stands, and to.make its legitimate 
and far-reaching influence felt, by ad- 
vocating and supporting such measures 
as make for the general elevation of 
the business to a still higher plane 
than it now undoubtedly occupies. We 
want your individual co-operation to 
make the Association the representa- | 
t've of the business producers in our 
various branches.” 

The following are new members| 
who have joined this month: Coe, 
Milligan & Coe, B. M. Crosthwaite &| 
Co., George Endicott, Farmer & Cox, | 
Inc., Gilmour, Clarke, & Cortis, Charles 
R Hoe, Jr., J. W. Watkins, New York; 
and John C, Paige & Co., Boston. | 








GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK 
ORGANIZED 1859 


Statement, January 1, 1913 
Cash Capital. . $1,000,000.00 
Assets. rae 7,213,762.27 
Net Surplus 2,613,814.88 
Surplus for Policy 


Holders ...... 3,613,814.88 


HEAD OFFICE 
Cor. William & Cedar Streets 








For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 
Cash Capital - . $1,000,000.00 
Cash Assets - - 4,985,658.00 
Cash Surplus to Policy 
Holders - - - 1,911,592.00 


The real strength of an insurance company is in 
the conservatism of its management, and the man- 
agement of THE HANOVER is an absolute as- 
surance of the security of ite policy. 

R. EMORY WARFIELD - President 
JOSEPH McCORD .- Vice-Pres. & Sec’y 
WILLIAM MORRISON - Asst. Sec’y 
JAMES W.HOWIE - - Gen. Agent 


HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 














BRITISH AMERICA 
~ ASSURANCE 60. 


INCORPORATED 1833 
| Head Office: Toronto, Canada 
UNITED STATES BRANCH 


January 1, 1913 
IN cians Nd Cae Retiaieladeleiie $1,746,624.71 
EE SR Wc Mi wasecécecesenae 701,543.82 
HON. GEO. A. COX, President 
W. R. BROCK, Vice-President 
W. B. MEIKLE, Gen, Manager 








JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. BOSTON, MASS. 
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AGENTS Ger PART OF LINE 


COVER LARGE CAR BARN OF B.R.T. 








interesting Statements Concerning 
Transfer of Railway Schedule 
to London Lloyds. 





A late development in the interesting 
Brooklyn Rapid Transit Company’s con- 
troversy with the New York Fire In- 
surance Exchange is the placement of 
$1,500,000 specific insurance on the 58th 
Street Depot with the local agents of 
Brooklyn. The building, of concrete 
construction, is used for the storage of 
unused cars all being taken off their, 
trucks, 

The Brooklyn and New York news- 
papers made a great deal out of the 
placing of the Brooklyn Rapid Transit 
Line of $22,000,000 with Lloyd’s London. 
The Lloyd’s rate, by the way, is 34 
cents, with a limit of liability in any 
one location of $500,000. The president 
of the B. R. T. gave the newspapers a 
statement, claiming that the New York 
Fire Insurance Exchange bad unjust- 
ly raised the rates, and the transit 
“company saved $27,000 by placing the 
transferring the insurance from the 
stock companies. He also said that the 
Company is considering the establish- 
ment of a sinking fund. 

Why the Rate was Advanced. 

Willis O. Robb, manager of the New 
York Fire Insurance Exchange, said: 

“Previous to the end of 1912 the aver- 
age rate on this property had been for 
several years .41. Late in 1912 applica- 
tion was made for a reduction of rates 
of certain risks and a corresponding re- 
duction of average rate because of cer- 
tain improvements then completed. Our 
inspection showed that certain other 
improvements could be made easily 
which would result in a still further re- 
duction and the B. R. T. representatives, 
on being so advised, promised to make 
them at once. But because their poll. 
cies were then expiring they asked to 
have the reduced rate put out without 
delay and in anticipation of those im- 
provements. And on their filing with 
the exchange a written undertaking to 
make the stipulated improvements at 
once this was done, and an average rate 
of .366 was promulgated, effective from 
November 15, 1912. 

“Early in the summer of 1913 it trans- 
pired that the additional improvements 
had not been made, and on being in- 
quired of the representatives of the 
road admitted this fact and further ad- 
mitted that it was not their intention 
to make them. The rate of .366 had, 
of course, to be withdrawn, and under 
our genera! rules and practice, which 
had been recently extended to cover 
traction properties as well as all other 
properties, because under the existing 
law different treatment could not be 
given such properties from that given 
other risks, a full new survey and re- 
rating had to be made and computed 
on account of the very long time that 
had elapsed since the last full survey. 

“The new rate as at first computed 
was .632, but when corrected for errors 
in computation and statements of valu- 
ation, stood at .572 from September 19, 
1913. Specifications were on applica- 
tion, furnished the B. R. T., showing 
that certain easily made improvements 
and the removal of certain faults of 
management would reduce this rate to| 
.438 in a very short time, and to 384 | 
when the sprinkler equipment of an ‘in| 
portant risk which is in process of in- 
stallation shall be completed. 

“There would have been no rerating | 
of this risk after the end of 1912, but 
for the failure of the B. R. T. manage- 
ment to live up to its written and signed | 
undertaking, on which the reduced and | 
anticipatory rate of .366, available | 





from November 15, 1912, was made.” 
Character of Risk Changed. 
Marsh & McLennan, 
ling the business for the past ten years, 
had the following comment to make re-| 
garding the controversy: 
“Previous to January, 1993, 


brokers hand- | 


the insur- ' 


ance of the Brooklyn Rapid Transit 
Company was handled by Colonel Wil- 
liams, who was then the secretary of 
the road, with Brooklyn agents. The 
average rate at that time over all the 
properties was 1.43, and the risk had 
been so unprofitable to the insurance 
companies that it was impossible to 
place it in companies admitted to do 
business in New York State. Only 26 
per cent, of the property could be in- 
sured in companies admitted, and the 


balance was in London Lloyds and sur- | 


plus line companies. 
“The property previous to 1903 had 
suffered so many losses that the better 


class of companies refused to insure it! 


at all. 


They had 22 fires in two years | 


previous to 1903, and the losses amount- | 


ed to ten times the premiums that the 
transit company had paid the insurance 
companies for the previous five years. 
A good many of the losses were uncol- 
lected, as many of the insurance com- 
panies that then carried the risk had 
failed, and there are outstanding un- 
collected losses which have never been 
paid. 
Can’t See Where B. R. T. Saves $27,000. 
“By vote of the executive committee 
the insurance was transferred to other 
brokers against the wishes of Col. Wil- 
liams, and insurance matters were 
taken in charge by the president of the 
road. Since that time the average rate 
on the railroad properties has been re- 
duced from 1.43 to .347. The amount 
paid in premiums totaled about $1,025,- 
000 for the ten-year period from 1903 
to 1913, and the losses of the road on 
all its properties have amounted to 
about $200,000, or a loss ratio of under 
17 per cent. for ten years, against a 
loss ratio of about 500 per cent. to the 
premiums paid for the five years pre- 
vious to 1903. The saving of $27,000 


that Col. Williams states has been made 


is more apparent than real. 

“On May 15, 1913, Col. Williams was 
offered insurance for the Brooklyn 
Rapid Transit Company to the amount 
of $22,079,000, under a three-year con- 
tract, for an annual premium of $57,000, 
in the same companies that had carried 
the line for the past ten years, all ad- 
mitted to do business in New York 
State. He declined this offer, and on 
November 15, 1913, placed the insurance 
through other brokers in the same com- 
panies for thirty days at pro rata of 
an annual premium of $125,000. At the 
end of thirty days the Lloyd’s binder 
took effect, and is now running at an 
annual premium of $68,000. In addition 
to this, he is obliged to keep day watch- 
men at all barns, so we are at a loss 
to see where the saving of $27,000 per 
annum comes in.” 





Arrest Broker Cushing. 





The activity of the complaint bureau 
of the New York Insurance Department 
in weeding out brokers who violate 
ethics, write unauthorized insurance 
or defraud their clients, is being com- 
mended generally on the street. On 
Friday the department caused the arrest 
of Charles B. Cushing, charged with 
having collected $86.25 from J. F. 
Hitchcock as a premium on an auto- 
mobile policy issued by the American 
Fidelity Company, and retaining the 
money. 





“The Leading Fire Insurance Company 
of America” 


Hackensack an Insurance Center. 





With all due respect to Jersey City 
it can be stated that Hackensack, N. J., 
contains more insurance agents than 
any town of the size in the country. It 
is also a favorite residence center for 
fire insurance men, several company 
officials, brokers and New York agents 
having their homes there and commut- 
ing each day to New York. 





“STRONG AS THE STRONGEST” 


The Northern Assurance Co. 
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New Jersey Agents Hear Rating Expert 


Atlee Brown Tells Trenton Convention That it Will Take Four 
Years to Re-Rate the State—Working Night and Day 
in the Checking Offices—Agents Told to put 
Proper Postage on Their Daily Reports 


So many problems have been con- 
fronting New Jersey agents regarding 
interpretation of the Ramsey Act that 
the New Jersey Association of Fire Un- 
derwriters invited Atlee Brown, the 
New Jersey Rating Expert, to address 
the Association at a meeting in Tren- 
ton and explain the working of the Act. 
The meeting was held some days ago and 
was attended by agents from all parts 
of the State, large delegations coming 
particularly from Jersey City and New- 
ark. 

Many of the agents showed up with 
lists of questions they had prepared 
to ask Mr. Brown, and the Rating Ex- 
pert was ready with complete an- 
swers. However, after he had read a 
paper outlining the manner in which 
he and his assistants were handling the 
situation one of the agents, Judge Con- 
lon, of Newark, arose and moved that 
the meeting adjourn, saying that any 
one who had questions to ask might 
put them in the form of writing and 
submit them to the Rating Expert at 
his Newark office. Although some 
were disappointed because they could 
not ask questions, the talk made by Mr. 
Brown was enlightening. 

He told something of the manner in 
which the checking offices are being 
snowed under by the work. The Ram- 
sey Act went into effect on July 4. 
The first month Mr. Brown promul- 
sated about 300 ratings; second month 
jnumped to 997 ratings; the third month 
to 1.500 ratings. 

“We still have before us thousands 
of applications,” said Mr. Brown. “If 
vou have any risk that may be delayed 
for a few months only, you are surely 
very fortunate, while some may have 
to wait as many years as you have 
months.” 

200,000 Risks to be Rated. 

Mr. Brown believes that the risks to 
be rated in New Jersey will amount to 
about 200,000, and he feels that if he 1s 
able to make 1,000 new ratings per 
week, with an additional thousand of re- 
ratings for improvements, etc., he will 
exhaust the physical capacity of the 
present machinery. At this rate it 
would mean about four years to rerate 
the whole State. “This might as well 
te known now as at any other time,” 
he said. The Rating Expert has nine- 
‘y-three employes 

“Tt will be our object to give first 
attention to risks that are binding; 
then to risks that have made improve 
ments, and after that to the thousands 
c* applications that are being thrust 
upon us,” he said. “We ask all agents 
te give us special notice when a risk 
is being bound.” 

“You can readily see that the com- 
plaints that are put in by some, many 
of them in a backhanded way through 
some insurance company, cannot have 
promise of immediate action unless 
sood reasons can be shown.” 

Liberal Clauses. 

Mr. Brown took up the question of 
premium income and of policy require- 
ments. In regard to the latter subject 
he said that the requirements in New 
Jersey will produce a condition as lib- 
eral—if not more so—than those pro- 
duced in neighboring States. 

Acetylene Gas. No State produces a 


cheaper condition to the assured and a 
more satisfactory permit as a part of 
the policy contract. 

Mr. Brown then claimed great lib- 
erality for the clauses affecting elec- 
tric automobiles, gasoline automobiles, 
binding insurance, blanket or floating 
policies, cold storage, etc. Regarding 
“farm property rates and conditions” 
Mr. Brown said: “These are too liberal 
compared to conditions in other States, 
and we believe will show a loss at the 
rates and conditions filed. When posi- 
tive individual data 1s received from 
the insurance companies some change 
will no doubt be necessary.” 

The rule regarding night work is en- 
tirely new “and is much more liberal 
than has been promulgated in any 
other State so far as we have been 
able to ascertain,” he said. 

Contrasts the Old and New Regimes. 

Mr. Brown took up the question of 
tating conditions under the old regime, 
claiming that the old system produced 
a peculiar and dangerous compilation 
of individual underwriting actions and 
decisions. He gave many instances, 
one of them being small stable prop- 
erty, the rates on which varied all the 
way from 22 cents in one countv to 90 
cents per annum in another. The dif- 
ference in minimum rates between two 
eounties near the middle of the State 
showed 100 per cent. increase in one 
county over rates in another county. 
One large manufacturing plant with a 
co-insurance rate of 2.70 had a rate 
without co-insurance of 5 per cent. 
Another large risk of the same com- 
pany, practically the same location, 
had a co-insurance rate of 3.40, the 
rate without co-insurance being only 
20 cents higher. Under the new rating 
system there these rating inequalities 
are done away with. 

Mr. Brown had some sharp com- 
ments to make on the subject of post- 
age. He said that certain agency of- 
fices are sending to the checking offices 
of the present rating system packages 
containing daily reports with about 2 
cents postage where the envelope 
should require twenty or thirty cents 
postage. As a matter of courtesy, the 
Covernment sends these packages to 
cffices where they know they will be 
able to collect the postage due, al- 
though this is not a duty of the postal 
regulations. The checking offices have 
to pay the short postage money. Such 
packages are delayed twenty-four 
hours before reaching the checking of- 
fices by the postoffice department. Mr. 
Brown feels that the postoffice depart- 
ment will balk some day and start 


sending these reports to the dead let- | 


ter office. He therefore admonishea 
the agents to put on the necessary 
postage before the postoffice depart- 


ment got tired of dealing with the | 


short-pestage packages. 
Calls Cut-Raters “Scabs.” 

Before closing Mr. Brown declared 
that much of the opposition 
Ramsey Act came from brokers and 
companies who wanted to profit by the 
inequalities in the State rating system 
before the Ramsey Act became effec- 
tive. He called cut-raters “scabs,” and 
said that the law was to the interest 
of all legitimate agents and _ they 
should stand by it. 





Talking of large policies, one for $19,- 
060,000 was written in Ohio sometime 
ago. The insured was a subsidiary of 
the Standard Oil Company. 





The basic rate of Albion, N. Y., has 
been reduced 8 per cent. 


An investigation of the Philadelphia 
fire department is being made by the 
city council’s special joint committee. 





The Glens Falls has entered Louisi- 
ana, Mississippi and the Dominion of 
Canada. 


to the} 





i ALIENS — 
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BALTIMORE, MD. 
Cash Capital $890,000.00 Surplus to Policyholders $1,111,794.61 
FOR AGENCIES IN NEW YORK, NEW JERSEY and PENNSYLVANIA, 
Apply to HARRY W. BIRCHARD, Special Agent, ELMIRA. N. Y., or HOME OFFICE 












Authorized Capital $500,000 


Brtrnit National Hire 
Iusurance Co. 


DETROIT, MICHIGAN 


A Company to be built gradually and along the indicated 
lines of permanence 


AGENCY CONNECTIONS SOLICITED 








LOGUE BROTHERS & CoO. 
307 FOURTH AVE., PITTSBURGH, PA. 


General Agents for Pennsylvania 
REPRESENTING THE 
MICHIGAN COMMERCIAL INSURANCE CoO. 
CALIFORNIA INSURANCE CoO. 
VIRGINIA FIRE & MARINE INSURANCE CO. 
MILLERS NATIONAL INSURANCE COMPANY. 
OHIO FARMERS INSURANCE CO. 








Firemen’s Insurance Co., Newark, N. J. 


Statement January 1, 1913 


Cn ios o> 5 cates scnses.ns cn sesscrrnnewesaee $1,000,000.00 
Re-Imeurance ROGGTVe «ooo ccc ccs cccccccccccescccees 2,781.578.19 
i crc canecveese . San enesheaeaeaes 331,961.11 
vars eb wd ceNsbeneedess seebacewersene 2.723,239.49 


WOTRE, AOUITG . onsss vscces vecsereccesesis $6,836,778.79 


During a successful record of 57 years this Company has paid losses exceeding 


$12,500,000.00 


CHARLES COLYER, Vice-President 
JOHN KAY, Treasurer 


DANIEL H. DUNHAM, President 
A. H. HASSINGER. Secretary 
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WANT N. J. DEPARTMENT SPLIT 


COMMISSIONER’S WORK HEAVY. 





Agents Think Insurance and Banking 
Supervision Should be Under 
Separate Heads. 


The Hudson County Underwriters As- 
sociation held a meeting in Trenton, fol- 
lowing the meeting of the New Jersey 
Association of Fire Underwriters a few 
days ago. The Hudson County associa 
tion heard reports on the underwriters 
multiple agency situation in Jersey City. 

President Ransom, of the Hudson 
County Association, said that a bill may 
be introduced in the New Jersey legis- 
lature at the forthcoming session, aim- 
ing to separate the banking from the 
insurance department. At the present 
time the department supervises both 
divisions, and it is alleged by insurance 
men throughout the State that the Com- 
missioner pays more attention to bank 
ing than he does to insurance, and that 
the underwriting interests in conse- 
quence suffer, because there is really 
too much work for one department hav- 
ing such wide jurisdiction. 

Commissioner La Monte, for instance, 
gives little time to the convention of 
Insurance Commissioners and was not 
present in person, nor was the depart- 
ment represented by anyone at the con 
ferences last week at the Hotel Astor, 
nor in previous gatherings 

The insurance men contend also that 
they have difficulty in getting interpre- 
tations or rulings from the New Jersey 
Department. They allege that when 
they write letters to the department 
asking for rulings they receive replies 
quoting the law, but not giving inter- 

thereof The present sit- 

uation in New Jersey is critical for the 

nderwriters and they feel that the 

the time is opportune for a separate 
department. 

It is pointed out that insurance and 
banking each present a wide variety) 
of problems, having little in 
The supervision of each branch is a 


man’s size job. 


yretations 


ommon. 


Nearly 2,500 Agents in New Jersey. 


e State of New ere To-day 
between 2,400 and 2,50/ Thi 
despite the fact tha the 


Union reduced commissions, 





npossible for yme of these men to 
Pay expenses. Anyone may become an 
agent by paying $10 for a license. 





New Jersey Legislature to Convene on 
January 13. 


The New Jersey 


Legislature 
assembles on January 13. Assembly- 
man Thomas F. Martin, of the fire rate 
probe committee, has completed his re- 





port He says it will recommend 
changes in the Ramsav act 

The Trenton Board of Trade has 
urged that the law be repealed. 


Advocate Fire Marshal for New Jersey 


The Newark “Cali” 
actment of a State fire marshal law 
is almost a certaintv in New Jersey. 
The work of the Newark Bureau of 
Combustibles and Fire Risks on the fire 
department has attracted wide atten 
tion and shown the advisability of hav 
ing a State marshal 


says that the en 


Many Submit Rates in New Jersey. 


Trenton, Dec. 24.—Among others than 
Atlee Brown, who have submitted rates 
to the Insurance Department 
under the Ramsey Act are the town 
mutuals, the lumber insurers and a 
drug reciprocal insurance outfit 


State 





Read The Eastern Underwriter 
Price $3 Per Year 


WILL NOT TAKE INITIATIVE. 


Attitude of New Jersey Department in 
Prosecuting Brokers for Non- 
Admitted Companies. 


Trenton, N. J., Dec. 24.—Harrison 
Law, a New Jersey statistician, visit- 
ed the insurance department at Trenton 
a few days ago, and made a protest 
against the solicitation of New Jersey 
business for unauthorized companies. He 
said that New York and other city bro- 
kers were picking out New Jersey busi- 
ness and placing it in companies not 
admitted; that this not only deprived 
regular companies from getting the busi- 
ness, but also made agents and brokers, 
licensed in New Jersey, lose valuable 
commissions. Such solicitation and 
writing is against the law, and the com- 
plainant insisted that the New Jersey 
Department of Banking and Insurance 
should take the initiative and prosecute. 

A representative of the Department 
said that the initiative should be taken 
by some aggrieved insurance man, whc 
could then present evidence to the De- 
partment on which it can act. 

“Why can’t the Department take the 
initiative when it sees all around New 
Jersey that the law is being violated,” 
was asked. 

“Bring us the evidence and we shall 
act,” was the answer. 


STEADILY FORGING AHEAD. 


Net Premiums of the Detroit National 
Fire Show Gains Each 
Month. 


An organization that is making 
steady progress upon proper lines is 
the Detroit National Fire, of Detroit, 
of which Paul Turner is the managing 
underwriter. Refusing to depart from 


approved practices by the offer of 
volume of business, the Company 
has. elected rather to build along 


permanent lines, and this, of course, 
neans slow if steady headway. la 
January the net premiums of the De- 
troit National were $11,822.97; while 
in September they had grown to $13,- 
which sufficiently indicates the 
conservatively progressive policy of 
the management. 

With total assets at the beginning 
of the year of $435,846.50, the Com- 
pany’s surplus to policyholders at the 
same time was $403,867.90. Aside from 
vice-president and underwriting man- 
ager Turner, the officers of the Detroit 
National are: M. O. Rowland, presi- 
dent; Philip Breitmeyer, vice-presi- 
dent, Henry J. Guthard secretary; J. 
Edward Ready, treasurer and Harry A. 
l.ockwood counsel. 


869.77, 





Will Travel N. E. for the Queen. 


F. D. Bennett has been appointed 
special agent in New England for the 
automobile department of the Queen. 





The Gamewell Fire Alarm 
Telegraph Co. 


Fire Alarm and Police elegraphs for 
Municipal and Private Plants 


OVER 1500 PLANTS IN ACTUAL SERVICE 
EXFCUTIVE OFFICE 
30 Vesey Street, New York 


AGENCIES 
178 Devonshire Street, 
624 Monadnock Building, 
1309 Traction Building, 
801 Wabash Building. 
709 Dwight Building. 
915 Postal Building. San Franciseo. Cal. 
304 Central Building. a, Cage Wash. 
Jtica Fire Alarm Telegraph Co., 
; Utica, N. Y. 
The Northern Flectric & Mfg. Co., Ltd., | 
Mortreal, Can. 
General Fire Appliances Co., Ltd., | 
Johannesburg, South Africa [| 
Colonial Trading Co., Ancon; | 
Canal Zone, Panama {| 
F. P .Danforth, 1060 Calle Rioja, 
Rosario de Santa Fe, Argentine Republic 


Boston, Mass. 

Chicago, Il. 
Cincinnati. O. 
Pittsburg, Pa. 
Kansas City, Mo. 








APPROVED AFTER SBYERE TEST 


RATE REDUCTION JUSTIFIED. 
Effectiveness of Pyrene as Fire Extin- 
guisher Certified to by Under- 
writers Laboratories. 


In view of the proven ability of the 
Pyrene fire extinguisher to meet the 
severe tests imposed by the Under- 
writers Laboratories, the willingness of 
insurance companies to make rate con- 
cessions to automobile owners equip- 
ping their cars with the device, is 
wholly reasonable. 

The contention of rival extinguisher 
nianufacturers that the Underwriters 
Laboratories favor the Pyrene com- 
pound to the detriment of all others, is 
not founded upon fact, and doubtless 
tas no other basis than the irritation 
felt by the rival makers over their in- 
ability thus far to conform to the rigid 
requirements imposed by the Labora- 
tories. 

“It was three years before the ‘Py- 
rene’ extinguisher received the formal 
approval of the Underwriiers “Labora- 
tories,” said Mr. James. “That doesn’t 
show that the sponsors of this device 
received the desired approval in a 
hurry, does it? None of the other de- 
vices there for tests have been in the 
bands of the laboratories for any length 
of time approaching that period. And 
the extinguisher we now control was 
constantly altered during those three 
years of tests, and improved in this 
way and that, until at last it passed 
the eighty or mere different tests to 
which it submitted, and was formally 
upproved. 

“Nowhere else in the world is there 
maintained an organization conducted 
cn so high a standard as the Under- 
“Titers Laboratories. Work done by 
them is thorough, and their investiga- 
‘ions in any line are as nearly com- 
plete as human investigators can be 
made. The most up-to-date devices 
are maintained for the purpose of test- 


ing everything from water-pails to 
skylights, sprinkler devices, building 


materials—in fact, everything that en- 
ters into the question of fire protec- 
tion. And the purpose of all this is to 
reduce the enormous yearly fire loss in 
these United States, which averages 
something over $250,000.000. Such de- 
vices as meet the standard are given 
the laboratories’ approval label and 
bear the inspection number of that in- 
stitution. In addition a most efficient 
inspection bureau is maintained. Every 
eevice that is approved bears the in- 
stitution’s label of indorsement. 


“The laboratories work on the prin- * 


ciple that fire protection must be de 
pendable, that every extinguishing de- 
vice to be approved should be one that 
will work when it is called into service. 
The ‘Pyrene’ extinguisher was ap- 
proved by the laboratories because it 
cperates by the simple action of the 


muscles of the right arm. A stream of 
extinguishing liquid can be thrown 
from twenty to thirty feet by the sim- 
ple motion of pulling the plunger of 
the device, operating it as one would a 
pump. 

Compressed Air Evaporators. 

“Other devices which now are re- 
ported under test utilize compressed 
air pressure. No wonder it requires 
time to test themi. The universal ex- 
perience of mechanical engineers is 
that air under pressure cannot be held 
in a metal container for any definite 
period of time. It does not seem 
strange to me, therefore, that it has 
tuken nine months or more for the en- 
gineers of the laboratories to deter- 
line whether or not air-pressure de- 
vices should obtain their approval. I 
haye grave doubts as to the wisdom of 
upproval of such a device. I take it 
that there is in the minds of the en- 
g&imeers a very serious doubt as to 
whether a device that is not depend- 
able should be recognized for fire pro- 
tection. We must remember that a 
fire extinguisher is hung on the walls 
for the purpose not alone of saving 
property, but of saving life as well. If 
the extinguisher operates by means of 
air pressure and the air is not found 
in the extinguisher when the fire oc- 
curs it may result in disaster. 

“The ‘Pyrene’ extinguishing liquid, 
too, is not, as has been stated in some 
cuarters, a simple mixture of a well- 
known chemical with an oil. It is a 
combination of powerful gases which 
are much more efficient than the chem- 
ical referred to. Corrosive action of 
that chemical, too, has been overcome. 
Sir William Ramsey of London, after 
a very thorough analysis, indicated 
that he was amazed at its efficiency as 
a fire-extinguishing agent, but was 
completely puzzled as to its compost- 
tion. It is safe to say that nothing has 
heen discovered which has such power- 
ful fire-smothering qualities and is 
utilized in such a simple device as our 
extinguisher. We do happen to have 
at present the only instrument formal- 
ly approved by the Underwriters Lab- 
oratories. But, it must be recalled that 
we were three years in obtaining that 
formal approval. Is it any wonder that 
other devices submitted have not 
been passed on in the six to nine 
months that have elapsed? I under- 
stand that another device or two may 
be approved soon. Meantime we na- 
turally have the automobile field to 
ourselves, but, as can be readily un- 
derstood, that is merely the result of 
circumstances.” 


Hackensack Fire Hazards. 

An examination of the fire hazards of 
Hackensack, supplemental to an inspec- 
tion of May, 1911, has been completed 
by the National Board of Fire Under- 
writers. Improvements are noted al- 
though the danger of serious group fires 
is still high. 





CAPITAL 


HUDSON UNDERWRITERS 
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LUMBER INSURANCE COMPANY OF NEW YORK 


$400,000 
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NEW YORK 








CHAS. H. POST, U. S. Mgr. 





Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
‘“ THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York | 
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CASUALTY AND SURETY NEWS 


DIVIDEND ORDERED AT LAST 


TO 





$225,114 BE DISTRIBUTED. 





Patient Creditors of Metropolitan Surety 
Promised 40 Per Cent. of 
Their Claims. 





After years of weary waiting creditors 
of the Metropolitan Surety Company of 
New York, which failed dismally some 
years ago, are to receive a dividend, or 
at least a number of them are to be 
thus favored. According to the report 
of Receiver John F. Yawger, the con- 
cern has good assets amounting to 
$225,114. 

The court orders “that the proceeds 
of the sale of the aforesaid securities 
and the interest thereon collected by 
the receiver be distributed by the said 
receiver under the direction of this 
court among the respective holders of 
valid policies and bonds of the Metro- 
politan Surety Company whose claims 
have been or may hereafter be allowed 
herein, irrespective of the locations of 
their places of business or residence, to 
the exclusion of the general creditors 
of the said Metropolitan Surety Com- 
pany, subject, however, to a deduction 
of the pro rata share of all costs and 
allowances and all expenses of the ad- 
ministration of the estate of the Metro- 
politan Surety Company and the com- 
missions of the receiver, in the ratio 
that the amount of the said proceeds 
bears to the amount of the general as- 
sets of the Company.” 

It was further ordered that a divi- 
dend of 40 per cent. be paid a given 
list of creditors, and 20 per cent. to a 
still further list. 


Preferred Claimants. 

By court decree the Federal Govern- 
ment is made a preferred creditor, its 
claim of $1,414.51 being allowed in full. 
The claim of the Commissioner of the 
State of New York for approximately 
$30,600 and designated by the claim 
number 868, and except the claim made 
by the people of the State of New York 
for franchise tax, being designated by 
the claim number 1034, decision upon 
the allowance and status of which 
claims is in all respects hereby re- 
served is likewise given preference. 

Receiver Gets $500 Per Month. 

Mr. Yaweger is continued in the receiv- 
ership and “shall continue to pay him- 
self further on account of his said com- 
missions as such receiver the sum of 
five hundred dollars ($500) per month, 
provided, however, that the payments of 
commissions heretofore made to him, 
with the further payments hereby au- 
thorized and directed, do not exceed in 
the aggregate, the amount of commis- 
sions to which he may be adjudged en- 
titled upon the final accounting herein; 
and that all questions as to the amount 
of the further commissions and extra 
allowance to be made to the said John 
F. Yawger, as such receiver, be re 
served, except in so far as hereby or 
heretofore determined, until the final 
accounting herein.” 

Company Creditors. 

Among other creditors who will share 
in the 40 per cent. distribution are the 
following: American Bending Com- 
pany, $50; American Surety Company, 
$1,049.73; Empire State Surety Com- 
pany, $1,049.73; Frankfort Marine Ac- 
cident Plate Glass Ins. Co., $2.87; Aetna 
Indemnity Company, $43.01. The Amer- 
ican Surety Company is bondsman for 
Receiver Yawger. 





New General Agents of Ocean. 





Leo Huber, campaign manager of 
the new mayor of Scranton, Pa., and 
Fred Partridge, formerly of the Aetna 
Insurance Company, have been ap- 
pointed general agents of the Ocean 
Accident and Guarantee. 
ceed M. G, Foster, now of New York. 


AMENDED COMMISSION RULE. 





ommissioner Emmet, of New York, 
Further Explains Acquisition 
Cost Situation. 





The following letter has been sent 
to casualty and surety companies and 
supervising officials by Superintend- 
ent Emmet of the New York Insurance 
Department: 

“Several question have arisen in 
connection with my letter of December 
8 modifying the directions of August 
25 regarding acquisition cost of liabil- 
ity and workmen’s compensation busi- 
ness, and his letter is sent out for the 
purpose of defining our position on the 
several points at issue. 

“First—The States of New York, 
Maryland and New Hampshire, while 
having compensation laws, are not 
considered at present compensation 
States, as the acts in these States have 
not been taken advantage of to any 
extent by the employers. 

“Second—Arizona, which was _ in- 
ciuded in the Rocky Mountain Zone, 
should be considered a compensation 
State and come under the rules apply- 
ing-to this class. 

“Third—The compensation States 
which come within the 17% per cent. 
limitation for compensation and em- 
ployers’ liability business are as fol- 
lows: Arizona, California, Connecticut, 
Michigan, Minnesota, Rhode Island, 
Texas, Washington, Illinois, Kansas, 
Massachusetts, West Virginia, Nevada, 
New Jersey, Wisconsin, Ohio and Ore- 
gon. 

“In the State of Nebraska the com- 
pensation act has been held up by a 
referendum. 

“In Iowa the compensation act will 
go into effect July 1, 1914. 

“In New York a compensation act 
lias been recently enacted which, while 
going into effect January 1, 1914, does 
not become effective, as far as com- 
pensation is concerned, until July 1, 
1914. 

“Until the compensation features of 
the laws of these three States become 
effective they will be considered as 
non-compensation States. 

“Fourth—In view of the fact that 
our modification was made within two 
months of our original ruling it has 
heen thought advisable to make the 
modification applicable to all business 
affected by the original ruling. 





MUCH NEW JERSEY LITIGATION. 





Girl Gets $20,000 Damages From Public 
Service Corporation—Baker 
Gets $9,945. 





Casualty underwriters say that never 
in the history of the New Jersey 
courts has there been so much litiga- 
tion over injuries, nor such large dam- 
ages asked. 

In Newton a $9,945 verdict was given 
ic a retired baker who was struck by 
a Lackawanna train. He asked for 
$25,000 damages. 

A jury in Jersey City gave Miss 
Annie L. Eckert $20,000 for injuries in 
a street car accident. She had sued 
the Public. Service Railway Company 
for $50,000. 

The court calendars contain many 
nzecident cases to be tried. 





ELECT J. S. JENKINS, 
Succeeds J. E. Connelly as Secretary 
and Treasurer of the Casualty 
Company of America. 





As successor to John E. Connelly, re 
signed, the directors of the Casualty 
Company of America some days ago 
elected John S. Jenkins, secretary and 
treasurer of the corporation. Mr. 
Jenkins is an attorney of this city, and 


They suc- has the reputation of being clear-head- 


ed and thorough in his work. 








LIABILITY INSURANCE 





Par. Excellence 
Are the Accident and Health Contracts 


AMERICAN FIDELITY COMPANY 


MONTPELIER, VERMONT 
FIDELITY AND SURETY BONDS 
PERSONAL ACCIDENT AND HEALTH INSURANCE 


BURGLARY, THEFT AND LARCENY INSURANCE 
$300,000.00 Deposited with Insurance Departments for the Benefit of all Policy Holders 








ADVANCE BURGLARY RATES 


HEAVY LOSSES IN THE EAST. 





Growth of Ingenious Types of Theft— 
A Reduction in the Smaller 
Cities. 





Following a sweeping advance in 
burglary insurance rates made by the 
Burglary Insurance Underwriters As- 
sociation of New York a few days agu 
Gaily papers declared that the action 
was in part a criticism of the New 
York Police Department. Burglary un- 
derwriters seen by The Eastern Un- 
aerwriter say that they are at a loss 
to know just what is the reason for 
the growing loss ratio in the burglary 
business. The simple fact is that loss- 
es have been so heavy that profits have 
been wiped out and some companies 
have thought seriously of quitting the 
field. 

It is true that there has been some 
sharp criticism of the police. The 
number of losses is growing larger and 
the ingenious type of theft is showing 
new manifestations of shrewdness. 

The old-fashioned style of second- 
story worker is giving way to the thief 
who follows the bundle package car- 
rier into an apartment, and, reclaims 
the package, saying: “A mistake! 
Package delivered to the wrong ad- 
dress”; or, who calls up the dumb- 
waiter and asks for laundry and other 
articles which are carted away never 
to be seen again. 

No Residence Advance in 10 Years. 

Until the action of last week the 
resident rates have not been advanced 
in ten years. There was a revision of 
mercantile schedule about two years 
ago. Not a general advance; this was 
simply a revision. 

The advance of last week was $2.50 
per $1,000 for the present blanket form 
of policy—slightly reduced for the 
new co-insurance form. The territory 
included all of New York city, part of 


Connecticut and the State of New 
Jersey. Differential rates for various 


sections of the country were establish- 
ed. The Association reaffirmed the 
prevailing low New England rates and 
authorized the issuance in New Eng: 
land of $500 co-insurance policies at 
the prevailing Massachusetts rates. 

In some sections of the country rates 
were reduced. A 20 per cent. reduc 
tion from the presént schedule, ef- 
fective March 1 was approved for all 
cities of 100,000 or less inhabitants 
throughout the country, except as 
regards snecially designated cities. 
Rates in Philadelphia, Buffalo, Balti- 
more, Cleveland, Cincinnati, Pittsburgh, 
St. Louis are continued. 

The Association approved the new 
forms of policies which are to be is- 
sued and made mandatory after March 
1 in all sections of the country. A 
new standard clause adopted eliminates 
from coverage the property of guests. 
A non-occupancy clause’ eliminates 
jewelry in houses unoccupied for more 
than 84 consecutive hours, 


GREAT RESERVE STRENGTH. 
Examination Discloses Fidelity & 
Casualty to Have $309,818 Beyond 
Claimed Surplus. 

An idea of the care exercised by the 
management of the Fidelity & Casualty 
Company of New York, in preparing its 
reserves may be inferred from the fact 
that the New York Insurance Depart- 
ment credits the Company with 
possessing $309,818 more surplus on 
June 30 than was claimed in its state- 
ment. The assets on the date named 
were $10,962,093 and the net surplus 
$2,230,839. 
The department report is most com- 
plimentary in its reference to the claim 
settling practices of the company, the 
Management exerting itself to an un- 
usual degree to search out and deal 
justly with all having claims against 

it. 

From the lengthy report filed by the 
examiners We reprint the two conclud- 
ing paragraphs 

“Further, the Company has taken the 
position that where a compensation law 
does not prescribe the mathematical 
basis for committing lump sum settle- 
ments that it will pay the present value 
of the amount due, 


computed on a 5 
per cent. interest basis with annual 
rests. In addition, the claim offices 


have been instructed to make diligent 
efforts to search out those entitled to 
benefits and pay the compensation pro- 
vided under the law. 

“Therefore, as a result of the investi- 
gation of compensation claims, we are 
convinced that this company is making 
prompt and fair settlements, with the 
claimants. Practically all controversies 
that have arisen between the company 
and claimants have been due to defects 
in legislation, and not to any attempt 
on the part of the company to defeat 
the purpose of the compensation laws.” 





SAYS LANDLORD IS LIABLE. 





Tenant’s Employe Wants $25,000 for 
Loss of Health. 





St. Paul, December 23.—That a land- 
lord is liable for the health of a tenant’s 
employes who become ill through in- 
sufficient heating of a building is the 
decision of the State Supreme Court. 


Nancy B. Gidden, a _ stenographer, 
sued W. E. Goodfellow, owner of a 
Minneapolis building, for $25,000 
damages, alleging that she caught a 


cold which developed into tuberculosis 
because the building in which she work- 
ed for one of his tenants was not heated 
sufficiently. 

The defendant demurred to the com- 
plaint, maintaining that he was not 
compelled to protect employes of ten- 
ants, and was upheld by the Hennepin 
County Court, which was reversed by 
the State Supreme Court. The suit will 
now go to trial. 

The Anchor Casualty Co., Orlaf An- 
derson, president, Wauwau, Wis.; and 
the Time Insurance Company, J. C. 
Paddock, Milwaukee, Wis., have been 
elected to membership in the Detroit 
Conference, 
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RESERVE FOR THE MUTUALS 


SUGGESTIONS TO COMMISSIONERS. 
National Association of Casualty and 
Surety Agents Outlines Position 
Regarding Inter-Insurance. 








Chicago, Dec. 23.—President Wade 
Fetzer of the National Association of 
Casualty and Surety Agents, who has 
returned from New York, said that the 
main object of his trip was to confer 
with the Workmen’s Compensation Ser- 
vice Bureau about the new commission 
scale and with individual company 
officers about using their influence to 
have their agents join the Association. 
He took the latter subject up before the 
company officers collectively at the 
meeting of the Bureau, urging them to 
send out letters to their agents advising 
them to affiliate with the Association. 
No opposition to this plan appeared, and 
Mr. Fetzer is satisfied that executives 
of the companies will do this. He also 
took up the question with a number of 
officers individually and received assur- 
ances of support. 


President Edwin Warfield, of the 
Fidelity & Deposit Company, already 
has taken action on this line. He 


mailed a letter to 6,500 agents of that 
company, expressing his approval of 
organization in general and of this one 
in particular and asserting his belief 
that the growth of this Association will 
be beneficial to agents and companies 
alike. “It is my earnest desire,” he 
said, “that every agent of the Fidelity 
and Deposit Company of Maryland shall 
become a member, that he shall take 
an active interest in its affairs, and do 
everything in his power to influence his 
fellow agents to join.” 
After the Mutuals. 

While in New York Mr. Fetzer also 
had an opportunity to appear before the 
committee of insurance commissioners 
which was considering a new law gov- 
erning liaility loss reserves. He urged 
most strongly that any law submitted 
to the legislatures should provide for 
the same system of reserves to apply 
to inter-insurers as to stock and mutual 
companies. In this position he was sus- 
tained not only by the representatives 
of the leading mutual companies pres- 
ent, but Commissioners Emmet of New 
York, Hardison of Massachusetts, But- 
ton of Virginia and Ekern of Wisconsin 
expressed their approval of these views. 

The question of changing the liability 
Joss reserve law was put over a year. 
This gives the of the country 
so much more time to create sentiment 
in favor of laws which will compel in- 
ter-insurers to provide for meeting their 


agents 


obligations. This will be done, how- 
ever, only by organized effort. If left 


to agents individually nothing will be 
accomplished. It is to deal with such 
questions—including State insurance, 
taxation and others—that the officers 
of the national association see the need 
of a large, compact organization which 
can wield a strong influence. 
More Members Needed. 

There is another reason why more 
members are needed-—the Association 
must have more funds if its work is to 
be pushed as it should be For three 


months the president and secretary 
have given a large part of their time 
to association affairs. They ¢id this 
gladly in order to get it started and 
enable it to meet an emergency; but 
they cannot continue to neglect their 


own business much longer. They feel 
that the time is approaching when it 
is imperative that the Association em- 
ploy a capable man to handle a large 
part of its office work. to extend 
organization, te attend to publicity and 
keep the members and the State asso 
ciations informed of legislative and de- 
partmental matters affecting their inter- 
ests and perform other important duties. 
As yet the income is not sufficient to 
make this possible. The income must 
be increased and the only permanent 
way to effect this is by a large increase 
in membership. 


the | 


| 
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MANAGER AT PHILADELPHIA. 





Standard Accident Will be Represented 
At Quaker City by Fred 
R, Metcalf. 





that percent- 
Philadelphia 


Determined to secure 
age of business from 
which its age, financial strength and 
claim paying reputation justifies, the 
Standard Accident of Detroit, has ap- 
pointed Fred R. Metcalf, its resident 
manager for the city. 

Mr. Metcalf has been with the Stand- 
ard for many years, beginning his in- 
surance career as an adjuster for the 
company in Buffalo, afterward .assum- 
ing management of its claim depart- 
ment for Western New York. From the 
latter position, he was appointed super- 
vising special agent for New York, west 
of Albany. When the Company opened 
a branch office in Cleveland, Mr. Met- 
calf was appointed resident manager, 
where he has been located for the past 
two years. He is an adjuster of ex- 
ceptional ability and has proven him- 
self to be an underwriter of more than 
usual skill, which should enable him 
to very satisfactorily care for the large 
business enjoyed by the Standard in 
Philadelphia. 


492,994 AUTO OWNERS. 





Statistics Regarding Motor Cars in New 
York State Made 
Public. 





The tremendous growth in the use of 
in York State is 
by the registration and 
figures together with the total 
receipts for the past twelve years. 
When the present law took effect in 
August, 1910, there was a registration 
of all machines. The official figures 
for the registration of cars, licensing of 
with the total receipts are: 


motor vehicles New 
demonstrated 


license 


chauffeurs, 


Year Owners Chauffeurs Receipts 
SN iain ots 954 $*954 
_., Gre 1,082 ae *1 082 
re 6,412 2,382 *9,181 
cing Me 6,799 2,265 14,249 
eg eee 8.625 4,387 25,953 
ee 11,753 7,067 35,463 
Sere 13,985 9,388 44,580 
a 15,480 10,335 53,736 
1909 ......- 24,059 12,533 81,772 
1919 to July 
_. Se 19,252 9,595 57,694 
Aug. 1 to 
Feb, 11 62,655 27,416 339,845 
1911 83,969 35,890 905,179 
Totals 492,994 223,277 $3,901,277 
WO acawaes on 105,749 45,834 1,060,554 
1913 to Dee. 
eee 132,220 56,185 1,271,031 
*Estimated. No separate account 


until 1904. 


OBJECTIONS TO NEW LAW 


PAYMENT. 





COMMISSION MAKES 





State, Not Employer, Will Get Credit 
for Settling With the Injured 
Workman. 





From Section 25, new Workmen’s 
Compensation Law, New York State. 

If the award requires payment of 
compensation otherwise than from the 
State fund all payments as required by 
the award shall be made directly to the 
commission or to a deputy specially 
authorized to receive the same and dis- 
bursed in accordance with the award 
to the persons entitled thereto. 

The following are the principal criti- 
cisms to be made of the new Work- 
men’s Compensation Act of New York 
State. 

The company cr employer cannot pay 
indemnity direct to the injured em- 
ploye, but must pay it to the Work- 
men’s Compensation Commission, which 
in its turn pays the injured employe. 
This wipes out the personal contact 
between employer and employed and 
all the benefits to be derived there- 
from. Formerly such payments im: 
proved the relations between the la- 
borer and the man, company or corpora- 
tion which paid him wages. Under the 
new law the employe will feel that he 
is being paid by the State; that he 
is getting only his just due. 

Then, too, the employer being depriv- 
ed of the opportunity to keep in close 
touch with the injured employe there 
is a premium put on malingering. 
Duplication of Clerical Work, 

Another objection to the law is that 
it necessitates a duplication of clerical 
help. The employer not only has to 
keep track of payments into the com- 
mission, but the commission has to 
keep track of payments out of the 
commission and to the employes. 

The settlement and payment of in- 
demnities by the commission necessi- 
tates the employment of a large num- 
ber of adjusters, investigators, ete. 
The temptation is for such adjusters 
to extract from an injured employe 
petty graft. These he can get for him- 
self by pretending to hurry payments 
and facilitate settlements, whereas he 
really has no power or influence so to 
do. 

From the employer’s point of view 
the compensation feature is too high, 
66 2-3 per cent. That will result (as 
it did in Germany) in stimulation of 
malingering. The theory of compen- 
sation is destroyed when the damages 
incident to injury should not be shared 
by the employer and employed. Where 
compensation is put above 50 per cent. 
it means that the employer is bearing 
a large part of the burden than is the 
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“PROMPT ATTENTION” 





employe. Many evils follow in the 

trail of such a division. 

Discrimination Against Unorganized 
Workmen. 

Then, too, instead of applying to 

specific hazardous industries a law 

should cover all employments. By 


limited to specific hazardous 
employments, it covers for the most 
part organized labor, leaving out of 
consideration the unorganized work- 
men which is unfair. Uncertainty is 
left in the mind of the employer. In 
case of accident he is frequently at a 
loss to know which of his employes 
are covered, and which are not. 


being 





INVESTIGATE TOWNER BUREAU. 





New York Insurance Department to 
Make a Report on Surety Rate 
Making Institution. 

The New York Insurance Department 
is now examining the Towner Bu- 
reau. It has already made investi- 
gations of the New York Fire Insurance 
Exchange, the Underwriters Asso- 
ciation of New York State and the Plate 
Glass Bureau. 

The Towner Bureau, which supplies 
rates to the surety companies, is man- 
aged by R. H. Towner, and is about three 
years old. Mr. Towner was with the 
American Surety Company for thirteen 
years, starting with that company in 
April, 1896. 

The investigation of the Towner 
Bureau is being made under the New 
York law, giving the Insurance Depart- 
ment regulation of rating organizations. 








EASILY UNDERSTOOD. 





Success of Department Manager Gained 
Through Adoption of Clean- 
Cut Practices. 

In recognition of the twentieth anni- 
versary of F. J. Walters association with 
the London Guarantee and Accident 
Company, employes of the New York 
department of the Company of which 
Mr. Walters is resident manager, pre- 
sented him with a handsome gold watch 
a day or two ago. 

During his connection with the Lon- 
don Guarantee Mr. Walters has noted 
the business of its New York branch 
grow from practically nothing to its 
present enviable position; the great de- 
velopment coming after he assumed the 
management. His suecess is the result 
of close adherance to a program the 
cardinal planks in which are square 
dealing to brokers and assured. 





General Agent for Metropolitan District 





With the beginning of the new year 
Elmer J. Hooper will become general 
agent in the metropolitan district for 
the London & Lancashire Guarantee 
& Accident Company of Canada. Mr. 
Hooper knows the local business and 
those controlling it and has been resi- 
dent manager at this city for the Amer- 
ean Fidelity of Vermont, for several 
years. 





Entered in Massachusetts. 

The latest State to admit the Pru- 
dential Casualty Company of Indian- 
apolis, within its borders is Massa- 
chusetts. Georrve S. McCoy & Sons of 
Boston have been apvointed agents of 
the Company for the State. 





Want Prohibited List Amended. 





The Workmen's Compensation Bureau 
has received some reouests for modifi- 
cation of the nrohibited list. particv- 
larly covering electric railroads. 
Mutual Casualty Insurance Companies. 

Tt is believed that a number of mutu- 
al casualty insurance companies will 
fiock down on the Eastern States. One 
company official said this week that he 
personally had heard of three that were 
being organized. 
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SPECIAL TALKS WITH LOCAL AGENTS 





One of the best collec- 


Collecting tors we have, a man who 
In is always among the top- 
Advance notchers when the 


monthly reports come 

in, has inaugurated and for some time 
has successfully followed out the plan 
of making advance collections from 
policyholders. The scheme is to get 
them to pay two months’ premiums at 
the time the policy is issued or failing 
in that, getting them to pay at the 
earliest possible date two months’ pre- 
miums and then keeping them ahead 
by making collections at the regular 
time. Besides being a big lift to the 
collector, advance payments are a help 
to the policyholder in case of trouble 
and give him a chance to make ar- 
rangements so that his policy will not 
lapse. The benefits are mutual and a 
tactful collector can in ninety per cent. 
of the cases secure the co-operation of 
the policyholder. 
7. 


7 . 

The Aetna believes 
Good Time to that agents should 
Place Accident not let up during the 
Insurance Now holiday season. It 


is a time of great 
stress and activity. The cities are 
crowded with Christmas shoppers. The 
streets are congested with automobiles 
and other vehicles. Travel by trolley 
and railroad is perhaps heavier at this 
season of the year than at any other. 
People are rushed to death getting 
ready for the holidays. They haven’t 
time to be careful or they are so thor- 
oughly tired out by the holiday rush 
that they are more apt to become cal- 
lous to the enhanced dangers which be- 
set them on every side. Under such 
circumstances an increase of street, 
travel, office and home accidents is in- 
evitable. 

In fact, every hazard to which people 
are ordinarily exposed is greatly exag- 
gerated at this season of the year. It 
is a good time to impress prospects 
with the necessity of carrying accident 


insurance. 
* * * 


It must always be 

Importance remembered. that liti- 

of Reputation gation under liability 
to Field Men policies may be long 
delayed. The statutes 

of limitations of the different States 
vary in this regard, but in general per- 
mit the bringing of a suit within a period 
of from two to six years after an accident 
occurs, and in the case of a minor, this 
period may be even further extended. 

It is, therefore, of the utmost im- 
portance that the reputation of a lia- 
bility insurance company should be 
firmly established, and that it should be 
so strong financially that there will be 
no difficulty of its being able, years 
hence, to fulfill the promises made now. 
—Employer’s Liability Assurance Com- 
mentator. 

= * oe 

The principal capital of 
The Agent the agent who wins 
Who Wins is determination and am- 
Success bition—determination to 
make a permanent suc- 
cess, and ambition to continually add 

thereto, says the Preferred Pilot. 

He finds pleasure in his work, largely 
through his belief that he is doing good 
among his fellow-men. 

He works with such well balaneed 
enthusiasm, energy and intelligence as 
to compel business men to recognize 
his ability. 

He is so honest with himself, with 
his company and with everyone, that 
his probity is unquestioned. 

He is so thoroughly well informed 
about his business that without any 
manifestation of egotism, he impresses 
those with whom he talks that his 
knowledge is genuine, real, and not 
superficial. 

He realizes that he has something 
else to do besides a lot of talking, and 


while he talks to the point he aims to 
arouse the interest of his prospect 
sufficiently to induce him to ask ques- 
tions. 

He knows that when a prospect be- 
comes an inquirer he is interested and 
will talk himself into insuring if the 
agent is a good listener and talk pilot. 

He does not make money-getting his 
chief consideration, and does not work 
along the line of securing the biggest 
commission. 

He knows that efforts to better him- 
self through “biggest commissions” 
regardless of the best interests of pro- 
posed clients will absolutely fail to 
“win out.” 

He does not talk insurance as much" 
as he talks “insure’—that is the ham- 
mer he uses to break the rock. “In- 
sure”’—make sure. 

He knows that satisfied clients, 
clients who because they are satisfied, 
“stick,” are his best assets and net him 
the most money. 

He sells insurance policies strictly 
upon merit and believes it is his duty 
to sell the policy best suited to the 
case. 








Sailors Under Minnesota Law. 





Sailors on the Great Lakes, if injured 
while within the jurisdiction of Min- 
nesota, are entitled to relief under the 
terms of the workmen’s compensation 
act, according to an opinion submitted 
to Labor Commissioner Houk by John 
C. Nethaway, assistant attorney gen- 
eral, 

The question was raised by the Bar- 
nett & Record company of Minneapo- 
lis, which owns a fleet of tugs and 
scows from the port of Duluth. These 
boats are licensed and operated under 
the Federal navigation laws, registered 
at the United States customs office, 
and are engaged in interstate com- 
merce. 





NEW JERSEY APPOINTMENTS. 





Aetna Accident and Liability; William 
W. Hemingway, Belvidere. American 
Assurance; Charles Botto, Jersey City; 
Christopher G. Hayes, Hoboken; James 
A. Lundy, Newark. American Surety: 
George H. Bloom, Plemington; Clarence 
Hodson, Newark; William W. Heming- 
way, Belvidere; R. G. Maltbie, West- 
field. Casualty Company of America; 
Fischer & Smith, Jersey City. Employ- 
er’s Indemnity; Oswin D. Kline; Joseph 
Beck Tyler, Camden. Equitable Acci- 
dent; William Garrity, Franklin Fur- 
nace. Fidelity & Casualty; Herbert L. 
Abrams, Westfield. Fidelity & Deposit; 
A. B. Craig & Co., Blairstown; Fred- 
erick J. Fischer, Newark. Great East- 
ern Casualty; Clifford H. Buckman, 
Newark. London & Lancashire; Rob- 
ert Bright, Anglesea. Marine Insurance ! 
Company; Joseph H. Wright, Trenton. 
Maryland Casualty; William P. Halling- 
er, Camden. Massachusetts Bonding; 
Max Gatnarek, Deivyd Minovich, Paul | 
Strojny, Passaic, Lewis Ely a. | 
Vincentown. New Amsterdam; 
Krouse, trading as C. A. Krouse . Fro | 
Haddonfield. New England Casualty; 
Julius Mezanko, Roebling. Ocean Acci- | 
dent & Guarantee; Le Roy C. Thomp- | 
son, Trenton. Pacific Coast Casualty; | 
John B. Engle, Collingswood; A. H. 
Wright, Clementon. Prudential Cas- | 
ualty; Ballard & Garrett, New York. 
Provident Life & Trust; Nathan O. 
Pope, Newton Highlands. Royal In-| 
demnity; Leon D. Hirsch, Trenton; | 
Wilbert H. Campbell, Newark; Martin | 
B. Stutsman, Plainfield. Travelers In- 
demnity; Royal E. Clark, Bridgeport, | 
Conn., F. C. Tomlinson, Elmira, N. Y. 
Travelers Insurance Company; Lester 
E. Beardslee, New York; Royal E. 
Clark, Bridgeport, Conn.; Edgar C. 
Kohlepp, Jersey City; Harry L. Russell, 
Westfield; F. C. Tomlinson, Elmira, N. 
Y. United States Casualty; S. I. Cohen, 
Newark. | 








Georgia Life Insurance Company 
MACON, GEORGIA 


W. E. SMALL President 


A STRONG CASUALTY COMPANY Surplus and Reserves over $800,000 


Writes the Following Forms of Casualty Insurance: 
ACCIDENT PLATE GLASS HEALTH LIABILITY 
AUTOMOBILE BURGLARY ELEVATOR TEAMS 


Agents Wanted in Undeveloped Territory 


Apply PETER EPES, Agency Manager, Home Office 











DEFALCATIONS FOR 1913. 


Believed That They Will Foot Up 





$3,500,000, Say Bonding 
Expert. The: 
Delfalcations for 1913 will total about 
$3,500,000. Press notices and dis- 
patches, as collated by the Bonding De- o tae tore 
partment of the Fidelity and Casualty 
Company of New York, indicated, for SUPERIOR POLICIES 


the first nine months of 1913, 
lowing defalcations: 


the fol- KIMBALL C. ATWOOD, President 


80 Maiden Lane, New York 








Banks and trust companies. .$1,187,503 

Beneficial associations ...... 86,668 

RE EE SB awaedaeadbtr aes 1,000 

General business ........... 467,367 

Insurance companies ........ 163,556 

Public service ............-. 647,657 GEORGE J. KUEBLER 
Transportation companies ... 182,709 

NOD dak SiN sy bt bees ce 266,494 Attorney -at-Law 





EXPERT LEGAL COUNSEL ON 
NR iia cst datiied Dim eine $3,002, 954 INSURANCE MATTERS 
ania iad Briefs of the Law in any State 
on Matters of 


INSURANCE 
a Specialty 


Agents Have Connecticut Manual. 





The Travelers Insurance Company, 
as chairman of the committee to draw 
up a manual of rates for the work- 
men’s compensaiion insurance in the 
State of Connecticut, has completed 
its work and the manual is in the 
hands of the agerts. ja 


<> References on Application <= 





Suite 720-29 So. LaSalle St. Chicago, Hl, 


TELEPHONES: pans 6816 and 6817 





BUSINESS-BUILDERS 


DEVELOPING 


Fidelity and Surety Bonds, Liability Workmen’s 
Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Massachusetts Bonding «Insurance Company 


BOSTON T. J. FALVEY, President 
Paid-In Capital $1,000,000 Write For Territory 




















THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 
Home Office, 47 CEDAR STREET 
Chartered 1874 
PLATE GLAS 
Pensonar accipentr POLICIES 
OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 


DANIEL D, WHITNEY, Vice-Pres. 8. WM. BURTON,Sec. ALONZO G. BROOKS, Ass’t Bec. 
RELIABLE AND ENERGETIC AGENTS WANTED 








THE SIGN OF GOOD CASUALTY INSURANCE 


HEAD OFFICE F. J. WALTERS 
CHICAG oO Resident Manager 


- 55 JOHN STREET 
F. W. LAWSON 


New York 
General | Manager —_ 
Liability, Accident, nee A A. cbt &Co, 
Burglary, Boiler and 





Resid Manag 
Credit Insurance gage New — 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 


Established 1869. 





















THE EASTERN UNDERWRITER 





























PYRENE Reduces Rates on 


Automobile Fire Insurance 


The Aetna Accident and Liability Co. 


AND 


The Automobile Insurance Co. 
of Hartford, Conn. 


q Recognizing that allowance in rate of Insurance should be 





ja QueT FIRE EXTINGUTSHER || 
wmsrccteo ty | 


LABOR: 
te — ae 14277 


made on automobiles as well as any other fire risk, for 
apparatus that reduces the fire loss, the two above named 
Companies now offer 


q A substantial reduction in rate 


| TO OPERATE | 
| TURN HANDLE TO LEFT | 
| WORK LIKE A PUMP 


of Fire Insurance on automo- 
biles properly equipped with 
Pyrene Fire Extinguishers, one 
quart, pump type, approved 
by the National Board of Fire 
Underwriters. 





Brass and Nickel-plated Pyrene Fire Extinguishers are the only 
one-quart Fire Extinguishers included in the lists of approved 
Fire Appliances issued by the National Board of Underwriters. 

















PYRENE MANUFACTURING CO. 


1358 BROADWAY~ = NEW YORK 




















Alton Bridgeport Cleveland Duluth 
Atlanta Buffalo Dayton Honolulu 
Baltimore Chicago Denver Jacksonville 
Boston Cincinnati Detroit ~ Louisville 


Memphis Oklahoma City St. Louis 
Milwaukee Phoenix St. Paul 

New Orleans Pittsburg Salt Lake City 
Norfolk Richmond San Antonio 


York Neb. 














Equitable Advantages 


SOME OF THE GOOD THINGS ENJOYED 
BY EQUITABLE REPRESENTATIVES 


The backing of one of the largest and strongest financial 
institutions in the world. 

A Participating Company. 

A Prompt Paying Company. Of the 5,153 domestic death claims 
paid by the Equitable during 1912, nearly 98% were paid within 
one day after receipt of ‘‘ Proofs of Death.’’ 

A Company whose policies are standard contracts, drawn to con- 
form to the insurance laws of New York and other States. 

A Company issuing every desirable form of insurance including 
Corporation Insurance, Income Insurance, Group Insurance, 
Monthly Premium Insurance, Home Purchase Insurance, Joint 
Life Insurance and a large variety of Annuities. 

A Company sufficiently large and strong to insure applicants for 
large amounts under a single policy. _ 

A Company whose policyholders include the world’s Captains 
of Industry whose identification with the Equitable is in itself an 
endorsement. 


A Company whose canvassing documents are: comprehensive, 
adequate and attractive. 


A Company engaged in a broad “conservation of life,” move- 
ment—aiming to lengthen the lives of its policyholders as well as 
insuring them. 


The Society has openings in practically every State for energetic soliciting 
agents of character and ability. Address 


The Equitable Life Assurance Society of the United States 


165 BROADWAY - - . NEW YORK 





























COMMERCIAL FIRE 
INSURANCE COMPANY 


WASHINGTON, D. C. 








Statement, December 31,,1912 


Capital Stock Paidin Full - - $430,790.00 
Surplus to Policyholders - - - 704,179.37 
Total Assets a et 925,751.35 








Throughout its entire history of 23 
years the COMMERCIAL has 
maintained an enviable record for 
PROMPT AND HONORABLE 
SETTLEMENT OF CLAIMS 


Correspondence with reference to our specially 
advantageous agency contracts should be addressed 
direct to the Home Office and will receive prompt 
and courteous attention. 











VALUABLE AND EFFECTIVE 
CANVASSING LITERATURE 


—FoRrn— 


LIFE INSURANCE AGENTS 





“REBATING VOIDS THE POLICY ” 


‘*Rebater and Assured Liable to Fine and Imprisonment ’’ 
$2.00 per 100; $1.25 per dU 


“A BANKING PROPOSITION or TWO METHODS OF SAVING” 


Price $5.00 per 1,000; $3.00 per 500 
(With Imprint on Lots of 5,060 or over) 


“DQ RICH MEN NEED LIFE INSURANCE?” 


Giving Effective Answers in the affirmative 
Price $2.00 per 100; $1.25 per 50 


“A STORY OF TWO PYRAMIDS” 


Illustrating the Difference Between the Legal Reserve and Assess- 
ment Plans of Life Insurance 


Price $1.50 per 100; $1.00 for 50 


The above pamphlets are productions of articles appearing 
in past issues of THE EASTERN UNDERWRITER, or for which 
we are agents. 


Samples of any or all of the above sent upon receipt of 25c. 


postage. 


Address THE EASTERN UNDERWRITER CO. 
105 William St., New York City 

















- 








December 25, 1913. 

















